FheNATIONAL, 
UNDERWRITER 


Like Inawrance Edition 


PRINCETON, N.J. 1783 


Eight Steps to the 
NATIONAL CAPITOL 


Changing fortunes of war and political un- 
certainties in the early years of our country 
made it necessary for the seat of government cunnee. Pa 1777 
to be relocated 12 times, in eight cities. 
Then in 1800, twenty-four years after the 
historic Declaration in Independence Hall, 
Washington became the site of our Nation- 
al Capitol. It symbolizes a form of gov- 
ernment so wisely planned that it has 


met generations of changing needs. 
New York 1785-88 1789-90 


Battimore 1776-77 


Penanensenh 1776 1777 1778-83 1790-1800 


A Penn Mutual Independence Plan 


Your first step to financial security 


You may be surprised to find how completely sound planning ean 
protect your financial security from the chance of changing times. 
A Penn Mutual Independence Plan can be tailored to your par- 
ticular life situation in a way that meets your needs both today and 
in the years to come. 


Your Penn Mutual Underwriter is well qualified both by training 
your independence ' and experience to help you in your planning. He represents a com- 
stands The pany which, since 1847, has pioneered many notable advances in 
-* planning financial security through life insurance for American 

ene families in all walks of life. 


Call on your Penn Mutual Underwriter today to show you how 
readily an Independence Plan can be established for you and your 
family. You will find the local Penn Mutual office listed in your 
telephone directory. 


Back of 





Reprints of this advertisement are 
available on request ... to 
anyone interested in the 

historic subject matter. 
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THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 


THE PENN MUTUAL BELIEVES IN PROMOTING ITS OWN PEOPLE TO POSITIONS OF MANAGERIAL RESPONSIBILITY 


FRIDAY, JULY 9, 1954 





National (ually Huard, © 


Winners 


During the past year the following Ohio National field 
representatives turned in the kind of job in which they and their Company 
associates can take justifiable pride. In meeting the basic sales goals and in 
measuring up to the high standards of service set by the Life Insurance 














Agency Management Association and the National Life Underwriters Associa- 
tion, the winners of the NQA have proved themselves worthy of the complete 


confidence the insuring public has placed in them. 


Grant Westgate 
Agency Vice President 
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VA to Appeal from 
ALY. Decision on 
Civil Relief Roll 


But Recent Supreme Court 
» Decision May Be Death-Blow 
to Basis of Agency's Stand 


By ROBERT B. MITCHELL 


NEW YORK—The veterans adminis- 
tration, through its general counsel, E. 
E, Odom, has informed the two ex- 
servicemen who are fighting the VA’s 
attempt to nick them for life insurance 
premiums paid for under the soldiers’ 
and sailors’ civil relief act that it is 
going to appeal the decision that re- 
cently went against the VA in the fed- 
eral district court here. 

However, a very recent decision by 
what appears to be the same principle 

' as is involved in the civil relief act 
decision, may knock the props out from 
under the VA’s case and cause it to 
abandon the fight and pay back what it 

_ has managed to extract from veterans 

' through withholding NSLI dividends, 

| threats of lawsuits, and court victories 
in other jurisdictions. 

Nathaniel Bedford, New York City 
lawyer for the two veterans, Herman 
Hormel, Jr., and Charles H. Stilson, 
Jr, has called the Supreme Court de- 
cision to the VA’s attention in the hope 
that the officials there will see the 
light and decide not to put Messrs. 
Hormel and Stilson and numerous 
other veterans to the expense of fight- 
ing the government to the top court. 

The case is United States vs. Gil- 
man. Mr. Gilman, driver of a govern- 
ment truck, was adjudged responsible 
for an accident in a suit against the 
government under the federal tort 
claims act. The government tried to re- 

_ coup from its employe on the ground 
that a common-law employer would 
| have a right to collect in such circum- 
' stances. However, the Supreme Court 
) held that a common-law right does not 
_ apply where a sovereign state is in- 
‘ volved and that if Congress legislates 
» on a subject it must spell out every- 
thing in the statute. The government 
_ cannot argue that common-law rights 
| are implied in the statute. 
7 The decision’s application to the VA 
| in the civil relief act cases is that the 
| sovernment is contending that in pay- 
| ing life insurance premiums to com- 
| mercial life insurance companies under 

the 1940 relief act it was acting as a 

common-law guarantor of obligations 
of the servicemen and hence was en- 
titled to claim against the persons 

Whose rights are guaranteed. 


| King Heads Miami CLU 


Miami CLU chapter has elected V. 
R. King, Prudential, president; Wil- 
lam M. McKee, Jr., Mutual Benefit 
. C €, vice-president; and George 

harles, New York Life, reelected sec- 
telary-treasurer. New directors are 

ord Gould, Washington National, 
Th Ervin Lewallen, Mutual Benefit 
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R.H.Rydman of H&A 
Conference to Join 
North American L.&C. 


Robert H. Rydman, associate gener- 
eral counsel of H & A Underwriters 
Conference, Au- 
gust 1 is joining 
North American 
Life & Casualty as 
associate general 
counsel. 

A former assist- 
ant director of in- 
surance of Nebras- 
ka, Mr. Rydman 
joined the depart- 
ment in 1948 after 
graduating from 
the University of 
Nebraska __ college 
of law. He was appointed policy at- 
torney of the department in 1949 and 
assistant director the following year. 

2 e * 

Joining the conference in 1951 as 
assistant general counsel, Mr. Rydman 
a year ago was advanced to associate 
general counsel. He has worked close- 
ly with the various insurance depart- 
ments and with the federal govern- 
ment in matters concerning the regu- 
lation of A & H. 





Robert H. Rydman 





Cuts Extra Hazard Rates 


Substantially more favorable rates 
for new life insurance issued to those 
in occupations involving extra hazard 
have been put into effect by Pacific 
Mutual Life. 

Generally the new extra premiums 
are from 20 to 35% lower than those 
formerly in effect, and in numerous 
instances the occupational extra has 
been eliminated entirely. 






Given Scant Chance 
at This Session 


In spite of the Senate labor and pub- 
lic welfare committee’s vote to report 
favorably the administration’s health 
reinsurance bill, the measure is be- 
lieved by the insurance observers to 
have little chance of being enacted in- 
to law at this session of congress. The 
Senate may pass the bill this summer 
but if no special session is called next 
fall, it is believed that the bill will die 
with this Congress in January. 

Senator Smith of New Jersey, com- 
mittee chairman, referred to the $25 
million reinsurance fund authorized in 
the bill as being designed for “pump- 
priming” and indicated that the rein- 
surance done under the bill would 
probably be much bigger than that 
amount. 

Amendments adopted by the com- 
mittee include provisions to guard 
against anything contrary to the Mc- 
Carran act, to protect state regulatory 
rights, to provide for consultation with 
state insurance commissioners on terms 
and conditions of reinsurance, and to 
prevent the Secretary of Health, Edu- 
cation & Welfare from approving for 
reinsurance a plan which, “considered 
as a whole” would not promote the 
purposes of the act. 

While the amendments are designed 
to take care of the features of the bill 
that were regarded as the most objec- 
tionable by insurance people, the latter 
would be still better pleased if the en- 
tire measure should get lost in the 
shuffle. None of the amendments thus 
far proposed would cure the funda- 
mental objection to the bill, that it is 
an attempt to utilize the reinsur- 
ance principle for a function to which 
reinsurance is totally inappropriate. 








Late News Bulletins... 








Set Run Off Commissioner Election in Oklahoma 


Office of Oklahoma insurance commissioner will have to be determined in the 
run off election July 27th. Latest available figures on Tuesday’s primary elec- 
tion gives Joe B. Hunt the lead with 50,743 votes of 143,390 votes cast in 1,795 
precincts. This represents about half of the state’s precincts. Closest opponent is 
is James R. Dickey with 31,167 votes. Dickey carries the shadow name of 
Donald Dickey who recently resigned as insurance commissioner. Hunt recent- 
ly resigned as assistant actuary to the state insurance board to run for com- 
missioner. He had been with the department for 12 years. 


New Chief for NAIC Valuation Office 


Harry L. Severson has succeeded L. A. Griffin, who is retiring as executive 
secretary of the committee on valuation of securities of National Assn. of In- 
surance Commissioners. The committee’s office is in New York City. Mr. Sever- 
son was formerly economist of the American Manufacturers Assn. His experi- 
ence also includes nine years with the securities division of FDIC. 


Sick Pay Waiting Period Cut from Tax Bill 


WASHINGTON—The Senate, on motion of Morse of Oregon, removed the 
seven-day waiting period from the provision in the new tax bill that exempts 
loss-of-time sick leave payments, whether insured or not, from tax up to a 
maximum of $100 a week. By making benefits tax exempt from the first day, 
the measure would open the way to widespread malingering if payments are not 
cut down to offset tax savings to the recipient. On the other hand, if benefits 
were adjusted to allow for savings, there would be complex personnel and ac- 
counting problems. There has been strong pressure from some unions to elim- 

(CONTINUED ON PAGE 20) 
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Mutual Fund Plan 


Causes a Stir 


NALU Group Committee 
Chairman Hopes Others 
Won't Follow Suit 


NEW YORK—The Farm Bureau in- 
surance group’s announcement last 
week that it has bought a mutual fund 
and will have its agents selling mutual 
fund installment-purchase programs 
covered by life insurance has caused 
quite a stir in the ranks of agents. 

e e & 

It is a new type of development in 
the intensifying competition between 
mutual funds and life insurance agents. 
The agents recognize that Farm Bu- 
reau Life and its running mates are not 
exactly typical of the insurance busi- 
ness as generally conducted. But these 
companies have proved themselves ag- 
gressive competitors, particularly in 
the automobile insurance field. It could 
be that the extent of their success in 
trying out the mutual fund tie-in plan 
in Connecticut and Rhode Island will 
be great enough to make some other 
life companies feel it is the coming 
thing and that they, too, should give 
their agents mutual fund shares as 
well as life insurance to sell. 

National Assn. of Life Underwriters 
at its midyear meeting in March passed 
a resolution directing its leaders to 
seek legislation outlawing issuance of 
group life insurance covering install- 
ment investment programs. After 
learning of Farm Bureau’s announce- 
ment, David B. Fluegelman, general 
agent of Connecticut Mutual in New 
York, immediate past president of NA- 
LU and chairman of its group insur- 
ance committee, expressed concern and 
said he hoped no other life companies 
will follow suit. 

Terming the Farm Bureau action a 
further indication of the need for 
prompt legislation, Mr. Fluegelman 
said the worst feature of the use of life 
insurance to guarantee the completion 
of installment investment plans is that 
no matter how carefully the salesman 
explains, the buyer is going to think 
of the insurance as being like his other 
insurance whereas under these plans 
there is no choice but to use it to buy 
the shares that the investor has under- 
taken to purchase. The widow might 
need the insurance much more for 
other purposes, he said. 

Mr. Fluegelman also attacked the 
sale of insurance on these plans under 
the group creditor section of the law, 
saying there is no real liability to 
complete the purchase of the shares 
and that the liability is imposed solely 
as a means of making it legally pos- 
sible to bring the plan under the group 
creditor statutes that specify that there 
shall be a debtor-creditor relationship. 

In addition to the brief report ir Jast 
week’s issue on the Farm Bureau plan, 
here are some additional details: A 


person can embark on a 10-year 
(CONTINUED ON PAGE 19) 
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Life Holdings Make Striking Gains With 
24 Million New Policyholders Since ‘41 


Striking gains in life protection 
owned by America’s families in the 
12 years including the second world 
war and the post war adjustment peri- 
od are shown in the new Life Insur- 
ance Fact Book, recently published by 
Institute of Life Insurance. 

Aggregate life in force with the na- 
tion’s 800 life companies rose from 
$122,159,000,000 to $304,259,000,000 at 
the start of the year, increase 149% 
Since 1941, the number of companies 
has increased by more than 300. 

In three states, Arizona, New Mexi- 
co and Florida, the increases were well 
over 300%. Smallest percentage in- 
creases were in Massachusetts and 
New York where insurance in force 
doubled. 

While these varying state gains re- 
flected vast population movements, in- 
dustrial development and increased in- 
come leveis, the institute said, they 
also demonstrated that families in all 
sections of the country continuously 
endeavored to keep their family finan- 


cial protection in line with changing 
needs and improved standards of liv- 
ing. 

During the 12 years, the number of 
policyholders increased by 24 million. 

During 1953, families bought a rec- 
ord of $39,488,000,000 in new life in- 
surance and increased their aggregate 
holdings of such protection by $27,- 
66,000,000. 

Last year 79% of all U. S. families 
owned some type of life insurance, 7% 
put 10% or more of their disposable 
income into life premiums and in the 
$5,000 to $7,499 income group 90% 
were owners of life insurance. 

The ownership of credit life insur- 
ance, which was relatively small 12 
years ago, totaled $8,706,000,000 at the 
beginning of the year. 

Group life increased four fold since 
1941 and now represents $79,768,000,- 
000 under 40 million certificates in 
93,000 different contract groups. 

Substandard life insurance has in- 
creased sharply during the years and 
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GENERAL AGENT Opportunities 


Now Available With 
Expanding Company 


If you live in these states, there 
can be a rewarding future for 
you in The Guarantee’s inten- 
sive expansion program. 


have the advantages of these agency-building tools: 


ACCIDENT, HOSPITALIZATION. 
® Two new financing programs 


@ The Guarantee’s 5 Star Contract that 
gives you greater earnings 


High-caliber, aggressive men in other states, who are 
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at the start of last year there was 
$11,700,000,000 of protection for per- 
sons in impaired health or hazardous 
occupations, under 4.7 million separate 
policies. 


Women are shown to be owners of 
$49.5 billion of life at the start of 1954. 
They bought $5.6 billion new life last 
year. Juvenile policies bought as a 
thrift start added up to $21 billion life 
in force the first of the year. 

The annual flow of benefit pay- 
ments to policyholders and beneficia- 
ries rose to $4,540,929,000 in 1953, 
nearly twice the annual payments in 
1941. 

The growth of life assets held by in- 
surers to back up their more than 200 
million policies and the changes in in- 
vestment distribution of those assets 
over the years are shown in the fact 
book in detail. It is shown the mortgage 
investments of the life companies have 
grown from 19.7% of the total in 1941, 
to 29.7% at the start of 1954; the secu- 
rities of business and industry have 
grown from 31% to 44%; policy loans 
have declined from 8.9% to 3.7%; U.S 
government securities have declined 
from 20.8% to 12.5%. 





Shenandoah Ending 
Up Mutualization 


Shenandoah Life has started court 
proceedings to complete its conversion 
from a stock to a mutual company. It 
has filed a petition in Roanoke law 
and chancery court stating that it has 
acquired 46,702 of 50,000 shares of 
$10 par value stock and asks the court 
to determine the fair market value for 
the remaining shares. By an act of 
Virginia general assembly this year, 
the company can pay the fair market 
value to the court and gain title to 
the stock. 


C. E. Gaines Rejoins 
S.M.U. Institute Staff 


Charles E. Gaines, vice-president 
and agency director of Great National 
Life, will become executive associate 
director of the Institute of Insurance 
Marketing at Southern Methodist Uni- 
versity August 1. President of the In- 
stitute is S. J. Hay, also president of 
Great National Life. 

Mr. Gaines will be associated with 
A. R. Jaqua, director of the institute 
which the two men established in 1947 
in cooperation with Texas Life insur- 
ance interests. Mr. Gaines joined Great 
National in 1948. Earlier he was with 
American United Life and also with 
Standard Life of Indiana as assistant 
to the general manager. He is an army 
veteran. 





McHaney Campaign 





Sets Sales Records for 
General American Life 


General American Life’s June sales 
campaign honoring President Powel] 
B. McHaney’s birthday broke all com. 
pany records for a one month period for 
both ordinary volume and A & H sales, 

Submitted ordinary volume was $9,. 
581,662, a gain of about 40% over the 
same month last year. This boosteq 
sales for the first six months 11% 
above those of last year. There was a 
gain of 35% in the number of applica. 
tions submitted in June, and the aver. 
age was $7,931. 

Besides setting a record in A & H 
sales during June, the company also 
had its best single day sales June 28. 

Agents who wrote at least $25,000 * 
in new business wired the president 
collect to report their success. The 
home office staff staged a surprise 
birthday party in honor of Mr. Mc- 
Haney. 


Anders Takes Reins 
of N. C. Life Agents 


C. K. Anders, Pilot Life, Wilmington, 
this month takes over as president of 
North Carolina Assn. of Life Under- 
writers succeeding Paul W. Schenck, 
Jr., Provident Mutual Life, Greensboro, 

W. F. Yates, Jr., Lincoln National, 
Raleigh, is vice-president and John B, 
Bland, State Capital, Charlotte, sec- 
retary-treasurer. Area chairmen are 
C. T. Allen, State Capital, Rocking- — 
ham; W. G. Morrison, Life of Georgia, © 
Charlotte, and T. E. Epps, Ec | 
Mutual. 

At its recent annual convention at | 
Wrightsville Beach, the association en- | 
dorsed its position on part-time ageata | | 
recommending that life companies op- © 
erating in North Carolina “endeavor at 
all times to employ full-time agents 
only.” No stand was taken with respect 
to the location of the new headquart- 
ers of the NALU. It was decided to 
leave the decision in the hands of 
national trustees. 


| 





John Pegues N. Y. Life 
P. R. Man in West 


John Pegues has been appointed 
public relations representative for the — 
Pacific region of New York Life with | 
headquarters at San Francisco. He has 
been on the staff of the San Francisco 
Chronicle since 1937, most recently as | 
editorial writer. 

The Pacific region consists of Cal- 
ifornia, Nevada, Utah, Arizona, Idaho, 
Montana, Oregon, Washington, Wyom- 
ing, Alaska and Hawaii. 








GUARANTEE FUTURE PROTECTION 


With life insurance, carefully planned for your indi- 
vidual family needs by the Praetorians . . . 


in protective benefits for over 55 years. 


SINCE 1898 
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ANNOUNCED AT AGENTS’ RALLY 





Mass. Mutual Reduces Single Premium 
Annuity Rates, Eases Term Underwriting 


Reduced single-premium annuity 
rates, consideration of waiver of pre- 
mium for table A and B substandard 
risks, liberalized treatment of standard 
and substandard risks seeking term in- 
surance, 2 new progressive-protection 
juvenile policy becoming paid-up at 
63, an increase of 50% (subject to a 
ceiling of $40,000) in group life cover- 
age for agents and general agents, its 
continuance after retirement on an an- 
nually reducing basis subject to a mini- 
mum of 50%; and the continuing of 
group hospital and surgical expense 
coverage after retirement for the field 
foree were announced by President 
Leland J. Kalmbach at the Leaders 
Club conference at Banff, Canada. 


Mr. Kalmbach said the _ present 
single premium life annuity rates were 
adopted in 1942 and were based on a 
modification of the standard annuity 
mortality table with interest at 2%. But 
changes in the rates of mortality and 
interest led the company to investigate 
its rates and to adopt a new set of pre- 


emcee + i 
Clarence A. Grimmett, Jr., (right) of 
Rochester, N. Y., is congratulated by 
President Leland J. Kalmbach at the 
Massachusetts Mutual Leader’s Club 
convention at Banff. 





miums. In spite of improvement in an- 
nuitants’ mortality, these provide con- 
siderably more favorable returns to the 
annuitant than the previous rates. 

As an example, Mr. Kalmbach ob- 
served that the premium for a life an- 
nuity providing a monthly income of 
$10 at age 65 is $51.61 lower for males 
under the new rates and $89.27 lower 
for female lives. For installment refund 
life annuities, the single premium for a 
monthly income of $10 is $191.88 low- 
er for male lives than the previous 
tate at age 65 and $225.64 lower for 
female lives. 


As to the waiver liberalization, the 

company now issues waiver when re- 
quested on the vast majority of stand- 
ard cases and on cases rated for avia- 
tion, also it is issued to many policy- 
holders who are rated for occupation, 
overweight, and single amputations but 
Itis the general practice to reject this 
benefit when rating is assessed for a 
medical impairment. 
_The company studied the possibil- 
ities of extending the benefit to more 
of the impaired lives and it was found 
that there are many medical impair- 
ments that cause very few disability 
claims, Hence, the company has de- 
tided to offer waiver to many medical- 
ly impaired lives rated no higher than 
lable B or charged with temporary ex- 
ta premiums of not more than $10 per 
$1,000 per year. 

“We estimate that we shall be able 


to offer this benefit to approximately 
50% of all applicants falling within 
these mortality classifications,” he said. 
“We shall watch our experience very 
carefully and we hope we shall find it 
possible from time to time to extend 
the number of eligible groups.” 
Liberalizations on term _ business, 
which embrace regular term and term 


insurance issued in connection with 
combination plans, will include the 
following: For 10-year plans, conver- 
sion will be permitted for the full 10- 
year period, but not beyond age 62; for 
15-year plans, the conversion period 
will be 12 years instead of 10 as hereto- 
fore; and for the 20-year plans, 15 
years instead of 12. 


Mr. Kalmbach said there would be 
similar liberalizations in the conversion 
periods for the term element in the 
extra-protection-to-65 plan and illus- 
trated by saying that such policies is- 
sued under age 45 may be converted 


up to including age 60 in place of the 
present top limit of 57. The extended 
conversion periods will apply to old as 
well a to new policies. 

On the eligibility of substandard risks 
for term insurance, Mr. Kalmbach said: 
“It is now our practice to issue all non- 
renewable term plans and combination 
life and term plans to impaired lives 
rates not more than table B, except 
that family income is issued up to and 
including table F. Effective immediate- 
ly, risks rated as high as table D will 
be eligible for these term and combina- 

(CONTINUED ON PAGE 17) 








NOW AT 
EVEN LOWER COST! 


PREFERRED RISK WHOLE LIFE POLICY 


$10,000 Policy Illustrations 


Effective May 1, 1954. Minimum sum insured $7,500. 


Disability Waiver of Premiums also available at new low cost. 




















AGE 20 AGE 30 AGE 40 AGE 50 
ANNUAL PREMIUM $ 161.90 $ 216.10 $ 301.80 $ 444.50 
20 YEAR SUMMARY?) 

Premiums 3,238.00 4,322.00 6,036.00 8,890.00 
Accumulated Dividends !>) 1,149.30 1,552.90 2,144.80 3,078.80 
Cash Value 2,526.30 3,279.90 4,163.90 5,117.80 
Net Surrendered Cost 437.60 510.80 272.70 693.40 

Return over cost Return over cost Return over cost 

20 Year Average 

Surrendered Cost per $1,000 2.19 2.55 1.36 3.47 

Return over cost Return over cost Return over cost 











(a) Figures involving dividends apply to policies 
issued on or after May 1, 1954 and are not 


guaranteed but are merely illustrations based 


upon current experience. 


(b) Accumulated dividends (including settlement 
dividend payable only upon surrender). 


Get full information from your local John Hancock office 
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There isn’t 
a closed door 


anywhere... 















































MY COMPANY STRESSES 
THE HUMAN ELEMENT... All doors are open to me 
at my Company, and I mean all! I get real satisfaction 
out of my relationship with Berkshire Life, because 
it's a Company that’s big enough to serve me, 
and interested enough to know me. I like the warm, 
personal attention they give to the handling of my business. 





Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 


BERKSHIRE 


PITTSFIELD, MASS. e A MUTUAL COMPANY e CHARTERED 1851 
W. RANKIN FUREY, C.L.U., President 














THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 

Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 

Complete line of Accident and Health policy contracts with lifetime benefits. 
Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 

Complete substandard facilities. 

Educational program for fieldman. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and ‘isconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 


Texas Agents Meet 
at Austin, Elect 
Kelley President 


Texas Assn. of Life Underwriters at 
its annual meeting in Austin elected 
V. W. Kelley, Amicable Life, San 
Angelo, president succeeding H. T. 
Etheridge, Southwestern Life, El Paso. 
Registration exceeded 650. 

The new vice-president is Ben P. 
Atkinson, American General, Austin, 
and the secretary is R. L. McMillon, 
Business Men’s Assurance, Abilene. 
L. Mortimer Buckley, New England 
Mutual Life, Dallas, was reelected na- 
tional committeeman. 

The Texas General Agents & Man- 
agers Conference at its session elected 
Gordon Durden, Pan-American Life, 
Dallas, president. Francis G. Bray, 
New England Mutual Life, Houston, 
was named vice-president and Marcus 
D. Ryan, Southwestern Life, Corpus 
Christi, secretary. 

New officers of Leaders Round Table 
of Texas are Cecil Murray, Great 
Southern Life, Huntsville, chairman, 
and Al Pratka, American General Life, 
Houston, secretary. 

All three of the organizations at the 
meetings officially endorsed the can- 
didacy of O.P. Schnabel, south Texas 
manager for Jefferson Standard at 
San Antonio, for an NALU trusteeship. 

The training school for new local 
association officers, conducted by Mr. 
Kelley, was one of the best attended 
since inauguration of this event. 

Addressing the general convention 
sessions were Robert C. Gilmore, Jr., 
Mutual Benefit Life, Bridgeport, Conn., 
president of NALU, and Zollie Steak- 
ley, association counsel. Speakers at 
the sales congress were Frank Whit- 
beck, vice-president and director of 
agencies of Union Life of Little Rock; 
William T. Earls, Mutual Benefit Life 
general agent at Cincinnati, and At- 
torney-general Shepperd of Texas, 
whose talk was reported in last week’s 
issue. Mr. Earls also addressed a CLU 
breakfast session and the speakers on 
the managers’ program were C. E. 
Gaines, vice-president and director of 
agencies of Great National Life, and 
B. N. Woodson, president of American 
General Life. 

« * 

Mentioning that there is consider- 
able oratory and literature claiming 
the high cost of living results from the 
high cost of distributing goods, Mr. 
Whitbeck said there seems to be a 
mania today to escape the “middle- 
man’s profit.” This is a philosophy the 
insurance business has not escaped, he 
cautioned, warning agents they must 
justify their existence in the market- 
ing process. As long as the purpose of 
insurance is to satisfy individual 
needs, he said he believes the agent 
will have no trouble justifying his po- 
sition. He added, however, the agent 
must be well-trained and serve his 
clients knowingly if he is to do so. 

Mr. Earls in his talks described busi- 
ness insurance as a manner in which 
many near Million Dollar Round Table 
agents can make the grade and also 
appealed to agents to give greater sup- 
port to the CLU movement. 

Mr. Gaines mentioned that it has 
been estimated reliably that the cost 
of getting a new man in the business 
is approximately $600. This cost, plus 
the value of the time spent by a man- 
ager, almost makes the expense of the 
failure prohibitive, he said. Because 


the percentage of failures has not been | 
lowered in the past 15 years, the | 
speaker said this apparently indicates | 
a need for better training of managers ' 
and general agents. Mr. Woodson cited 

several economic factors portending 

favorably for the life insurance buysgj- 

ness. 

Mr. Steakley in his report described 
the agents’ qualification bill which 
will be sponsored by the association at 
the next legislature. This is to affect 
life agents only, and he urged the sup. 
port of all members of the association. 


eal 


Brice Fulghum, 4 years in life 
insurance and in each of those 
years a Pacific Mutual Big Tree 
Club Top-Star, is one of San Fran- 
cisco’s outstanding field under- 
writers. 


Says Brice, an officer in his city’s 
Leading Producers Club, “Pacific 
Mutual’s practical selling aids, 
including audio-visual material, 
plus the company’s superior 
coverages and my General 
Agent's continuous guidance, 
have equipped me to do a pro- 
gressively effective job in solving 
the economic problems of my 
business and professional clien- 
tele. I'm equipped to serve—and 
to succeed!” 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF 
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LIFE—ACCIDENT & HEALTH 
RETIREMENT PLANS—GROUP 
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EX-MINISTER OF DEFENSE 


Metropolitan Names 
Brooke Claxton V-P 
in Charge of Canada 


Brooke Claxton has resigned as Can- 
ada’s minister of national defense to 
become vice-pres- 
ident of Metropol- 
itan Life and gen- 
eral manager of its 
Canadian head of- 
office at Ottawa. 
He will be in 
charge of opera- 
tions throughout 
Canada. 

President Fred- 
eric W. Ecker’s an- 
nouncement of Mr. 
Claxton’s appoint- 
ment was followed 
immediately by Canadian Prime Min- 
ister Louis St. Laurent’s announcement 
that Mr. Claxton was one of three top 
ministers to resign. The resignations 
had been expected for some time and 
the fact that three were announced 
at the same time was said to have no 
political significance. 

Mr. Claxton’s resignation is effec- 
tive at once and he will assume his 
duties with Metropolitan Aug. 1. He 
succeeds Glen J. Spahn, who has been 
in charge of the Canadian head office 
and who now will return to the home 
office at New York with broad ad- 
ministrative responsibilities in connec- 
tion with over-all field operations. 

Associated with Mr. Claxton at Ot- 
tawa will be Freeman D. Smith, su- 
perintendent of agencies in charge of 
field operations in Canada. He has 
been with the company since 1916. 

Mr. Claxton, his father, the late A. 
G. B. Claxton, and now his son, John 
B. Claxton, have been identified with 
Metropolitan as legal counsel since 
the company commenced operations in 
Canada. Mr. Brooke Claxton’s public 
career began in 1940 with his election 
to parliament. He was appointed par- 
liamentary assistant to Prime Minister 
King in 1943 and became the first 
minister of health and welfare in 1944. 
He organized the department and set 
up the administration for Canada’s 
federal system of social security. 

He became minister of national de- 
fense in 1946 and after the war carried 
out a complete reorganization of de- 
fense. At the time of his retirement he 
was senior defense minister of the 
North Atlantic treaty nations. 








Brooke Claxton 


McIntosh Retires, Equitable 
Advances Whelan, Pearson 


Peter McIntosh, comptroller of Equi- 
table Life of Iowa, has retired under 
the company’s retirement plan. 

Succeeding Mr. McIntosh, with the 
hew title of superintendent of premi- 
um collection, is J. J. Whelan, with the 
company since 1916. D. H. Pearson, 
who joined the company in 1936, is 
advanced to assistant superintendent of 
premium collection. 

Mr. McIntosh joined Equitable in 
1915, was advanced to assistant secre- 
tary in 1930, to auditor in 1938 and 
became comptroller in 1941. 


Wells to Back Service of 
Process Bill for Indiana 


_INDIANAPOLIS—Indiana Commis- 
Sioner Wells has announced that he 
will ask the 1955 general assembly to 
Pass a “service of process” act which 
vould permit out-of-state mail order 


companies to be sued in Indiana courts. 

At present, dissatisfied buyers of 
mail order insurance must sue in the 
company’s home state. Under the serv- 
ice of process bill they could start suit 
in an Indiana court and a process 
would be served on the insurance com- 
missioner’s office. The commissioner 
would then notify the company of the 
suit, and if it were not defended in the 
Indiana court, the policyholder would 
win a default judgment. 

It is believed that the law would 
have a good chance of being passed. 
A few other states have similar laws, 
—e their constitutionality has been up- 
held. 


Mutual Life Agent Gets 
High Rating-Relatively 


Among the questionnaires that Mu- 
tual of New York has been getting 
back from some 4,000 policyholders 
covered in a periodic opinion survey 
one policyholder’s answer to a certain 
question made a__ particular im- 
pression. The question: “If you still 
have contact with a Mutual of New 
York agent, how do you rate him?— 
Capable?—Satisfactory?—Not so good? 
—No _ contact?” The policyholder 
checked the “capable” square and in 
answer to the second part of the ques- 


ion, which was, “Do you wish to tell 
us why?” -the policyholder wrote, 
“He is my daddy.” 

The surveys are anonymous, so the 
company doesn’t know whether the 
youngster is a boy or a girl or how 
old. . 


Frank D. Thompson Promoted 

Frank D. Thompson has been pro- 
moted by Jefferson Standard Life to 
mortgage loan analyst. He joined the 
company in 1942 in the mortgage loan 
department and in 1948 was appointed 
mortgage loan district supervisor at 
Birmingham, Ala. 





SINGLE PREMIUM INSURANCE 
ND ANNUITY LIMITS INCREASED 


u a - : 
The Pustes headlined above are proof of MONY’s 


continuing efforts to provide its underwriters with the best 
tools of the trade, and its policyholders with the best pro- 
tection and service. 

No wonder Mutual Of New York, which is one of the 
oldest and soundest companies in the field, is also known as 
one of the most progressive! 





Moron O- New Yor« 


“FIRST IN AMERICA” 
The Mutual Life lasurance Company of New York, Broadway at 55th Street, New York, WN. Y. 


WEATHER STAR SIGNALS 
ATOP OUR HOME OFPICE 








FReNATIONAL UNDERWRITER 


July 9, 1954 














‘No man ever got lost on a straight road.” 


SAID LINCOLN in his crystal clear—common 
sense manner. To the man desiring to get on a 
straight road, “for profitable” future career, and 
if ready for general agent responsibility, we offer 
an ideal opportunity in the rich region west of 


the Mississippi. 


Our one hundred and fifty-eight million dollar 
company is now engaged in a comprehensive ex- 
pansion program. To get on the straight high road 
for success and profit, contact us now for com- 


plete information without obligation. 


Correspondence and exchange of information 
will be held in mutual confidence. Are you ready 


to advance with National Reserve Life? “Strong 





as the Strongest—Enduring as Rushmore!” 


Write W. E. Moore, Agcy. V.P., Agcy. Hq., Topeka 
S. H. Witmer, Chm. of the Board. H. O. Chapman, Pres. 


NATIONAL RESERVE [ass 
LIFE INSURANCE COMPANY a 


TOPEKA «+ ¢ + SIOUX FALLS 
Cc trong as the Strongest - Enduring as Rushmore 
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New home for a growing company 


Efficient management plus carefully chosen 
and trained personnel have combined to main- 
tain the sound and consistent growth of Cen- 
tral Life over the last 58 years. 

As a result, one of the most modern office 
buildings in the midwest is now under con- 
struction and will soon house the company 
which has established this enviable record. 


“Where QUALITY is the Keynote” Mth were 
CENTRAL LIFE ASSURANCE COMPANY © Des Moines 6, lowa 









Central Life offers ambitious 
Life Underwriters and General 
Agency minded men... 


A STRONG COMPANY 
GENEROUS COMPENSATION 
EFFECTIVE TRAI 


NIN 
EXCELLENT TERRITORY 

















State Mutual Pittsburgh 


Training Center Opened 

State Mutual Life has opened its 
management training and market de- 
velopment center at Pittsburgh. Direc- 
tor will be G. Harold Moore, general 
agent there, and staff members will be 
Keith J. Burr, assistant director; Har- 
ry M. Corbett, training supervisor, and 
S. Clarke Johnston, brokerage super- 
visor. 

Among those who took part in the 
opening of the “field laboratory” were 
Pennsylvania Insurance Commissioner 
Leslie, and President H. Ladd Plumley, 
Vice-president Robert H. Denny and 
Director of Agencies Joe B. Long. 
Messrs. Denny and Long outlined the 
philosophy behind the training center 
and told how the company’s expan- 
sion plans dove-tail with the develop- 
ment of future field management from 
within its own organization. 

Mr. Moore described the operation of 
the center, saying that qualified men 
from all parts of the country will be 
eligible to attend for varying periods 
of time to gain actual on-the-job in- 
struction in recruiting, supervision and 
agency management. 

Others present were Alan R. Willson, 
secretary of the group division; George 
P. Smith, agency secretary; Hubert O. 
Seale, superintendent of agencies; 
Charles W. Earnshaw, training direc- 
tor; Arthur A. Dunn, assistant secre- 
tary of the group division; Robert A. 
Miller, director of field office ad- 
ministration, and Louis A. Cerf, Jr., 
New York City, president of State 
Mutual General Agents Assn. 

An open house marked the enlarg- 
ing of the Moore agency, and a recep- 
tion later in the day was held for Mr. 
Moore. 


Stewart Agency Manager 


Phoenix Mutual Life has opened 
an agency at San 
Diego under the 
management of 
Paul P. Stewart. 
Mr. Stewart joined 
the company in 
1947 and in 1951 
was named mana- 
ger at San Fran- 
cisco. He went 
with Franklin Life 
briefly in 1953 as 
vice-president in 
charge of agency 
development and 
earlier this year 
returned to Phoe- 


aa nem oy 


Paul P. Stewart 
nix Mutual as a personal producer at 


San Diego. 





N.C. Krum Promoted 


_Nelson C. Krum, who has been as- 
sistant manager at Newark for 
Connecticut General Life, has been 
named agency assistant at the home 
office. He is replaced in Newark by 
R. Barry Greene. 

Mr. Krum joined the company in 
1948, was named Newark assistant 
manager in 1950. 


C.E. Tosch to J. & H. 


Charles E. Tosch, who was manager 
of employe benefits division, in the 
field training and group insurance and 
group annuity training of Prudential 
from 1928 to 1950 has joined the con- 
sulting staff of Johnson & Higgins. 
He has been employe benefits admin- 
istrator of Lever Bros. since 1950. 








Four More Join LAMA 


Three more U.S. life companies have 
become members of LIAMA. They are 
Acacia Mutual, American Investors 





of Dallas and First American Life of 
Houston. South African Mutual Life 
of Capetown has become an associate 
member, making it the third African 
company in the association. LIAMA 
members now number 253, 188 being 
in this country. 








Creighton Made General Agent 


Pyramid Life of Little Rock has ap- 
pointed M. S. Creighton general agent 
at Little Rock, Ark. Mr. Creighton en- 
tered insurance at Fayetteville, Ark., in 
1952, winning that year Pyramid Life's 
“Leading New Agent” award. 


Build Your Agency 
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CAREER MEN 
WILL BE ATTRACTED 


JA j]-American 
Contract 


H. S. McCONACHIE 
VICE PRESIDENT 


AMERICAN MUTUAL LIFE 
INSURANCE COMPANY 


DES MOINES 7, lOWA 
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SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 
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Bankers L.&C. Would 
Drop Cravey as Added 
‘Expense’ in Trust Suit 


Bankers Life & Casualty has re- 
quested that Georgia Insurance Com- 
missioner Cravey be dropped as a de- 
fendant in a $30 million anti-trust suit 
against Commissioners Cravey and 
Larson of Florida and Reserve Life of 
Texas. The suit, brought in Miami 
federal district court, seeking triple 
damages for alleged violations of anti- 
trust laws, charged an attempt to “de- 
stroy its (Bankers Life) insurance 
pusiness.”” 

Only the suit against Cravey would 
pe dropped, P. S. Johnson, an attorney 
for Bankers L &C said, since the com- 
pany believes a duplication of sorts ex- 
ists between its Georgia and Florida 
litigations, and anticipates much of the 
evidence to be presented in Florida will 
be “directed” against Cravey. The 
company cited “extraordinary expense” 
involved in collecting depositions and 
other evidence as further reason for its 
request. 

However, the attorney added, the 
case against Cravey would be pressed 
in the Georgia courts. A duplication 
in the federal court would lead to a loss 
of time and money, whereas the Florida 
case probably will be tried this fall. 
Bankers, Mr. Johnson, said, is “close 
to proving its case” there. 


Blue Cross, Blue Shield 


Rates Raised in Roanoke 


Virginia corporation commission, 
which in April approved increases for 
Blue Cross and Blue Shield in Rich- 
mond and other areas in central and 
south Virginia, has followed these up 
with grants of higher rates to the two 
Roanoke organizations, Surgical Care, 
Inc., and Hospital Service Assn. of Ro- 
anoke, which serve the southwest part 
of the state. 

Surgical Care was allowed to in- 
crease single-person contract rates 
from 80 to 90 cents a month, two-per- 
son contracts from $1.60 to $1.80, and 
family contracts from $2.10 to $2.60. 
Hospital Service Assn., representing 
about 40 hospitals, will hike rates for 
single persons from $1.40 to $1.60 a 
month, for two-person contracts from 
$2.80 to $3.20, and for families from 
$3.65 to $4.40. 


Holds Home Office Course 


American United Life Agents from 
nine states have completed a six-day 
advanced life underwriting home office 
course that featured business insur- 
ance and estate planning. The entire 
agency staff, headed by Eber M. 
Spence, vice-president, took part in 
conducting the school which included 











General Agents and Agents 


HAVE YOUR MONEY 
ON YOUR 
VESTED RENEWALS NOW 


© For additional working capital 
. . . for expansion 
® To pay off indebtedness . . 
protect your credit 
® To buy or remodel your home 
® To take advantage of today’s in- 
vestment opportunities 
@ Loans made at bank interest rates 
PLEASE CALL OR WRITE FOR PROMPT, 
CONFIDENTIAL SERVICE... 
John H. Weber, president 


RENEWAL GUARANTY CORP. 


628 U. S. National Bank Bldg. 
Denver, Colorado * Phone Alpine 5-7360 











lectures by Milton Elrod, Jr., attorney, 
and George A. Sass, advertising con- 
sultant. Clarence A. Jackson, president, 
spoke at a luncheon. 





Knight to Union Mutual 


Union Mutual Life has appointed 
John K. Knight, formerly assistant 
general agent at Syracuse for Aetna 
Life, manager at Rochester. He suc- 
ceeds Harold W. Davin, who will en- 
gage in personal production and will 
remain with the agency as associate 
manager. 


H & A Conference 
Opposes 2 Points Of 
Social Security Bill 


H & A Underwriters Conference has 
filed a two-count objection to currently 
proposed social security legislation. 

John P. Hanna, managing director, 
has written a memorandum to Senate 
Finance Committee Chairman Millikin 
advising scrapping of proposals to in- 
corporate a medical adjudication fea- 
ture and to raise the base wage rate 


from $3,600 to $4,200. 

Insurers believe from their own ex- 
perience medical adjudication on dis- 
ability cases will lead to difficulties of 
administration. They feel the same ad- 
vantages can be had by an extended 
“dropout” period, where the OASI re- 
cipient who is disabled may disregard 
in final reckoning those months when 
his payment average has been low. 

Raising the wage base rate, the 
memo states, would work to the unfair 
advantage of those in higher income 
brackets. 





A NORTHWESTERN MUTUAL POLICYHOLDER for thirty years. Mr. Balderston 


66 


today owns six policies with this company. 


ook twice at ife insurance 





iS my advice to the man in middle age 


A message of importance for men who have “completed” their life insurance programs 


by WILLIAM BALDERSTON, President, Philco Corporation 


“— man over forty can well ‘look 
twice’ at life insurance. His first 
look can be backward. He can see how 
important life insurance has been to him 
up to now—in providing a sense of 
security, peace of mind, and an impetus 
to a consistent savings program. 

**His second look should be ahead. It 
should be in the light of his present am- 
bitions for his family, and his increas- 
ing ability to provide more for their 
future as well as a more satisfying retire- 


Tke NORTHWESTERN MUTUAL 26 surance Compan 












































KARSH, OTTAWA 
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HOW LONG IS IT SINCE YOU 
HAVE REVIEWED YOUR 
LIFE INSURANCE PROGRAM? 


IRTHS, deaths, marriages, changing 


ment for himself. This is a time to ask 
himself whether he can still be content 
with his life insurance program as it is. 
**He should look at another important 
thing. Life insurance today has special 
value in safeguarding the estate he wishes 
to leave to his dependents. Adequate life 
insurance can provide ready cash for pay- 
ment of death taxes. Without it, his heirs 
may be forced to sacrifice important 
assets and suffer an unlooked-for de- 
preciation of their inheritance.” 


MILWAUKEE, WISCONSIN 






















needs, taxes ...all affect protection 
plans. A life insurance program needs ree 
view at least every two years. 

You'll find real assistance when you call 
upon a Northwestern Mutual agent. He is 
trained to give understanding advice. His 
company is one of the largest in the world. 
It has over 97 years’ experience. 

Moreover, Northwestern Mutual offers 
so many significant advantages, including 
low net cost, that no company excels it in 
that happiest of all business relationships— 
old customers coming back for more. 





APPEARING IN: TIME, JULY 19 AND AUGUST 16; IN NEWSWEEK, SEPTEMBER 27 & AUGUST 25; IN SUCCESSFUL FARMING, NOVEMBER 
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A STRONG COMPANY 


Western Life has been growing with the West since 1910 and in that time has developed 
an enviable reputation for its way of doing business. Our Company is strong, ably managed, 
friendly and comes well recommended (see Best’s). Our record with Policyholders and 
Fieldmen is as good as they come. 
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We're proud of our record; our type of Company has a lot to offer men of proven production N 
“Ve . . e ~ 
ability. If you think you should be making more money for your efforts, write and tell us. N 
. ae . . . \ 
We're looking for men of initiative to share our prosperity as we grow. A few openings for N 
Associate General Agents and General Agents—your Manager’s recommendation will help. N 
N 
‘\ 
N 
\ 
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R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 


Assets over $59,000,000 © Insurance in Force over $260,000,000 
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‘ Hancock Realigns2 — ot “ssies" meetings indocirinating ie 
Actuarial Divisions field force on the new coverages. 
Two divisions of the actuarial de- c di A 
partment of John Hancock have been _ ian Actuaries Elect 
reorganized to conform with the com- ew officers of Canadian Assn. of 
z 1 t i Actuaries are H. R. Lawson, vice-pres- 
pany s new sow-com® insurance pto- ident and managing director of Ma. 
gram introduced in May. The former tional Life of Canada, president; W. J. 
ordinary division — now becomes the D. Lewis, assistant actuary of Confed- 
select ordinary division, and the former eration Life, secretary; D. A. Logie of 
monthly debit ordinary division now is Continental Life, treasurer; and S. W. 
the multiple protection ordinary divi- pr tags 3» ago _. is 
ha o ife an - N. McCormick 
When the new program was launch- of London Life, council members. 
ed regular ordinary business was sub- 
divided into two new lines: Select or- 
oo Mt oF dinary, with a minimum base policy of y should an 
BEY ay $3,000, and ordinary, with a maximum 
DP vacpdoel base policy of $2,999, called the mul- [ ° ° | 
: re ng tiple protection series. nstitutiona F und 
OTION The select ordinary division, man- . 
ol aged by George F. Wilson, will per- ] d 
i; ' form the actuarial functions for the Inc Uu e 
new select ordinary and pension trust 9 
i series of policies, and for all regular C S k 
“ : ordinary policies issued prior to intro- ommon toc S; 
h C “ifugao hight duction of the new program. The mul- ; . ; 
the -ompany’'s highly success- tiple protection ordinary division, | That’s an important question for any- 
ful direct. mail plan, keep on managed by Alfred G. Odermatt, will | body managing endowment funds, 
helping its Career Life Under- perform the functions for all policies | pension plans, or charitable founda- 
writers get the job done. "Gift" issued under the multiple protection | tions—and naturally we think we 
letters mailed out during the series, as well as for all other policies know the answer. 
eee th d under the monthly debit ordinary 
past twelve months secure branch. But recently, Mr. H. E. Woodruff — 
highly informative: reply card —— Vice President in charge of Invest- 
returns of 12.61%. Pre-ap- World, Omaha, Promotes ments for the New York Life In- 
proach letters, based on spe- Staude to Vice-President surance Company — answered the 
cific-need follow-up calls, and sadaiticaiiiteiaaniii om question so well that we'd like to 
orld of Omaha has promoted Lou 
the backbone of the system, Sieudie teem divecer of stimey gnc repeat at least part of that answer. 
were outstandingly successful motion and train- 
in opening doors to sales. ing to vice-presi- “Let us start with a million dollars,” 
a dent of agency he said. “If this is invested in a 3% 
es KEYED FoR promotion and bond maturing in 20 years, and the 
3 CAREER LIFE training. . eaeeatel 
: UNDERwalrens Before joining interest reinvested at the same rate 
: : ti the company in semi-annually, the total dollars re- 
tauos 1953, Mr. Staude ceived by the end of 20 years would 
EQUITABLE LIFE INSURANCE had a_ successful amount to $1,814,000. On the other 
oct ; — ae hand, the same one million dollars 
IN DES MOINES COMPANY OF IOWA promotions, the if invested in common stock afford- 
past 10 years in ing a 5% return and similarly com- 
insurance activi- ounded would provide a total val 
ties. For some time . $5 ah hig See ggg 
i. ain Bae ea of $2,685,000 at the end of the 20- 
0 au . ° 
manager of the year period. The difference of 
large Mutual Benefit H. & A. and $871,000 in value represents the re- 
United Benefit Life agency at Phila- sult of compounding the 2% yield 
— headed by the late D. S. Walk- differential. Stated another way, if 5% 
Ensteemeenial in planning World’s dividends were maintained for 20 
new guaranteed renewable A. & H. pro- years and were set aside each year in 
- e 


a fund, the original market value of 
the portfolio could decline by 87% 
and the net value of the fund would 
be the same as that accrued by 3% 
bonds. Don’t forget, 3% money takes 
about 24 years to double itself, but 
only 14 years for 5% money, and 
only 12 years for 6% money.” 


To us that seemed to be a pretty con- 
clusive defense for letting common 
stocks play some part in institutional 
portfolios. 


If you agree, Mr. John Sullivan — 
our partner in charge—will be happy 
to consult with you — in confidence 
of course. 


Simply address him at — 
Department NL-72 


MERRILL LYNCH, 
PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 106 Cities 





Invest —for the better things in life 
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RE. Shalen Patriot 
Life Executive V-P 


Robert E. Shalen, formerly actuarial 
director of Prudential in the south- 
central area at 
Jacksonville, has 
been elected exec- 
utive vice-presi- 
dent and director 
of Patriot Life, a 
subsidiary of C. I.- 
t, Financial Corp., 
New York City. 

He joined Pru- 
dential as an ac- 
tuarial student and 
in 1949 was elected 
an officer. In 1951 
he was appointed 
actuarial director. 

Patriot Life was organized in 1953 
to write credit life and other forms of 
life insurance. It has been admitted in 
42 states. 


Robert Shalen 





June Business a Record 


for Indianapolis Life 


Indianapolis Life had its best pro- 
duction month in June, new paid busi- 
ness totaling $4,074,000, an increase of 
12% over the same month last year. 
Paid volume for the first six months is 
up 11%. 

Helping to make June a record 
month was a campaign honoring Pres- 
ident Walter H. Huehl. Nate Kaufman, 
Shelbyville, Ind., had the largest pro- 
duction, thus winning the Huehl award 
for the fifth straight year. 


Nab Agent-Preying Thief 
CINCINNATI—A_ six-month robb- 
ery wave of insurance agents here 
has ended with the capture of a par- 
oled bandit who reportedly stole $817 


Agents j 
Do You Want — 


V Large Commissions 








V/ Steady Renewals 
V Standard Policies 


(rates and provisions competitive with 
every old line legal reserve life com- 
pany in the U. S.) 

V Special Policies 


(two of them, both sure-fire best 
sellers.) 


V Established Territories in 
the South 


V Brand New Territories in 
Texas and Oklahoma 

V A Sound Company 

National Equity Life has operated in 


the South for 29 years, and is now 
expanding into Texas and Oklahoma. 





This may mean unusual opportunities 
for you. 


— 


Write today for full information. 


NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
C. E. LOWRY, President 


Rss 














in 12 robberies using a knife as a wea- 
pon. 

In each case the holdup occurred 
as the victim was walking down stairs 
or was in the hallway of an apartment 
building where he had been making a 
collection. The alleged bandit accosted 
the agents, threatened them with their 
lives, and demanded their money. In 
several instances he struck his victims 
in the face, head, or stomach. 

Among those reporting thefts were 
American L. & A. of Kentucky, 
Commonwealth L. & A., Reliable In- 
suring Agency, National L. & A. and 
Superior Life, according to police re- 
ports. 


Committee Chiets 
Named for LIC 


Committee chairmen of Life Insur- 
ers Conference have been announced 
by the group’s president, Eldon Steven- 
son, Jr., president of National Life & 
Accident. They are: 

Advisory, E. H. Mears, Union Life 
of Virginia; attendance, Dan C. Wil- 
liams, Southland Life; auditing, J. D. 
Smith, Atlantic Life; business stand- 
ards, E. T. Burr, Durham Life; creden- 
tials) John L. M. Tobias, Palmetto 


State Life; laws and legislation, Doug- 
las Henry, National Life & Accident. 

Also, membership, H. C. E. Johnson, 
Interstate L. & A.; public relations, Al 
B. Richardson, Life of Georgia; resolu- 
tions, William J. Hamrick, Gulf Life; 
statistics, L. L. Hoecker, Home State 
Life. 


Mass. Adopts A&H Laws 


The Massachusetts legislature, now 
adjourned, passed the uniform A & H 
policy provisions law and bills lib- 
eralizing statutory eligibility standards 
for group disability coverage. 











has exceeded one million dollars. 


ASSURANCE 





Earl M. Schwemm’s Chicago Agency has completed 


one hundred and twenty consecutive months in which its volume 


Such a ten-year record 


of consistent production is believed to be unique in the industry. 


We salute Earl Schwemm and his associates. 





COMPANY 


HEAD OFFICE - WINNIPEG, CANADA 


AN OUTSTANDING ACHIEVEMENT! 
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Reinsurance Bill Gets a Semantic Jolt 


In referring to the administration’s 
health reinsurance bill as “pump- 
priming” Chairman Smith of the Sen- 
ate’s labor and public welfare com- 
mittee has helped materially in the 
ticklish process of damning this meas- 
ure with faint praise. “Pump-prim- 
ing” is an epithet of new-dealish con- 
notations. It is associated with the 
concept of a nation’s spending its way 
to prosperity with government hand- 
outs. Actually, “pump-priming” is a 
very good way of describing the pro- 
posed reinsurance plan, which is an 
attempt to subsidize private business 
into doing something it doesn’t par- 
ticularly care to do while at the same 
time attempting to conceal the fact 
that a subsidy is involved. 

Terms like “pump-priming” and 
“subsidy” are, if not anathema, at 
least embarrassing to a Republican 
administration. If it is true, as many 
who have been following the reinsur- 
ance bill now believe, that the meas- 
ure is destined to die with this Con- 
gress, there is hope that the entire 
federal reinsurance scheme will be 
quietly forgotten. This monstrosity has 
been shown to have so many bugs in 
it, in addition to being fundamentally 
a perversion of the reinsurance prin- 
ciple, that even its most dedicated 
backers should pretty soon understand 
that what they are proposing is basi- 
cally nonsense. 

Unhappily, there has been a good 


deal of reluctance to speak out frankly 
against the measure because it is, like 
the famous prohibition amendment, 
“an experiment noble in purpose.” 
Moreover, it was designed to substi- 
tute for the Truman administration’s 
compulsory national health insurance 
proposal. But as_ the _ prohibition 
amendment so clearly proved, it takes 
more than being “noble in purpose” 
to be workable and effective. In fact, 
judged purely as a law, the prohibi- 
tion amendment was a good deal more 
sensible than the reinsurance bill, be- 
cause if you make something illegal 
there ought to be ways to stop it but 
an attempt to use reinsurance for 
something that cannot be handled as 
reinsurance is to be handicapped from 
the start by a fundamental error. 

The administration leaders who 
jumped at the reinsurance idea as a 
solution to the problem of catastrophic 
medical expenses are certainly to be 
excused for going off on a wrong 
tangent. Nobody wants to see them 
held up to public ridicule for having 
made this error of judgment. We hope 
that by now they have seen the basic 
folly of what they proposed and will 
find various face-saving ways in 
which they can let the project lose 
what little momentum it still has and 
finally bog down for good as other 
and more practical methods of achiev- 
ing the same end are devised. 





‘Right to Live’ Is a Potent Plea 


It was refreshing and heartening to 
find the social security committee of 
National Assn. of Life Underwriters 
hitting the administration’s proposed 
social security liberalizatons as an un- 
warranted muscling-in on the agent’s 
right to make a living. The agent has 
a right to live and so does the life in- 
surance business. 

It is all very well to dramatize the 
dragging burden that Congress seems 
bent on saddling on generations yet 
unborn through unrealistic social legis- 
lation. But well-founded though these 
warnings are, the public—and the 
congressmen—are altogether too likely 
to brush them aside as a cover-up for 
the supposedly real reason: The injury 
that the agent’s pocketbook would suf- 
fer. The human mind is so geared that 
it smugly considers itself justified in 
discounting a warning if it appears 
that an ulterior motive was behind it. 


So in pleading for the agent’s “right 
to live” the NALU is strengthening 
rather than weakening the over-all 
case against social security Santa Claus 
legislation. Congressmen and the pub- 
lic are more impressed when they feel 
the whole story is beimg given them 
and that the real reason for opposition 
is not being held back in favor of one 
that is thought to be more noble and 
selfless. 

The life insurance business and its 
agents have a long and honorable rec- 
ord. They are in a vitally necessary 
business. There is no evidence that 
warrants its being gobbled up by the 
government. Yet life insurance people 
are threatened with being sold down 
the river by vote-hungry legislators. 
The politicians are relying on the 
public’s being too dumb to realize that 
its votes are being bought with a 
scheme that is as provably deceptive as 


the long-discredited assessment life 
plans. It is unsound for the same rea- 
son: That if one looks beyond tem- 
porary low cost to the ultimate level 
of contributions that must be made it 
is by no means the bargain that it 
appears to be. 

It looks as if the public is being 
made the same kind of suckers that 
many people were before they found 
out the hard way about assessment in- 
surance. The big difference is that 
they are lulled by the notion that if 
the government does it the cost falls 
mainly on the rich or some other vague 
scapegoat. The old assessment insur- 
ance could be abandoned when it 
proved unworkable. But the social se- 
curity variety of assessment insurance 
cannot be revoked, nor is it likely 
there will ever be a material cutting 
back of any future liberalization. That 
might cost votes. 

The proposed social security liberal- 
izations seem to have so much steam 
behind them and to be so acceptable 
to the unthinking public that it is 
clearly the toughest kind of fight to 
head them off. But in pleading that 
their livelihood is being jeopardized 
we believe the agents are unlimbering 
their most potent weapon. Members of 
Congress who may not be worrying 
too much about the burdens that gen- 
erations yet unborn will have to bear 
are likely to sit up and take notice of 
a plea based on not wanting to be run 
out of a needed and honorable occupa- 
tion. Nobody, least of all a politician, 


likes to be in the position of running 
anybody out of business. 

And the politician realizes also that 
only a certain percentage of the agents 
will get so aroused about the burden 
on future generations that they wil] 
go out and campaign against the Sen- 
ator or Representative who seems un- 
concerned about the said burden. But 
when a man’s livelihood is threatened 
it’s a different story. The National 
Assn. of Life Underwriters has many 
members who are well endowed with 
political savvy. With them to spear- 
head the drive, it should be possible 
to throw plenty of fear into politicians 
who are thoughtlessly willing to ruin 
a great business in return for the votes 
they think such a course will bring 
them next fall—and in other election 
years. And if short-sighted election- 
seekers insist on voting for a fool- 
trap type of social security legislation, 
it should be possible for the life in- 
surance agents to make them very 
sorry they did it. 

The presentation that Albert C. 
Adams, John Hancock, Philadelphia, 
made last week to the Senate finance 
committee as chairman of the NALU 
social security committee was powerful 
and soundly based. It was based on 
survival and survival engenders a spe- 
cial eloquence. No one connected with 
life insurance should be backward 
about demanding the right to continue 
in the business of his choice and not be 
pushed out of it by needlessly patern- 
alistic legislation. 








PERSONAL SIDE OF THE BUSINESS 





Sidney Salomon, Jr., Crown Life 
agent at St. Louis who is a life mem- 
ber of the Million Dollar Round Table, 
had more than a passing interest in 
the victory of Ed Furgol, professional 
of Westwood country club at St. Lou- 
is, in the recent national open golf 
tournament. Mr. Salomon, an out- 
standing amateur golfer in his own 
right, was one of the men who was 
instrumental in bringing Furgol to 
St. Louis as the club pro two years 
ago. 


Hal R. Marsh, superintendent of 
agencies of Jefferson Standard Life, 
has been appointed publicity chair- 
man of the Greensboro, N. C., com- 
munity chest. 


J. Stanley Edwards, general agent 
emeritus of Aetna Life at Denver, was 
given an alumni award at commence- 
ment exercises of Denver University. 
He was graduated from the university 
in 1894. He is past president of Na- 
tional Assn. of Life Underwriters, a 

















ADVERTISING OFFICE: 

175 W. Jackson Blvd., Chicago 4, Ill. 
Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 


life trustee of American College, past 
president of Colorado Assn. of Life Un- 
derwriters and author of two books on 
life insurance. 


Florence McConnell, John Hancock 
Mutual, Galesburg, IIll., has been con- 
fined to the hospital there the past 
week. It is expected she will remain in 
the hospital for some time. Mrs. Mc- 
Connell is vice-chairman of _ the 
Women’s Quarter Million Dollar Round 
Table. 


Jack White, Prudential manager at 
Los Angeles, has the backing of both 
the Los Angeles and California Assns. 
of Life Underwriters for an NALU 
trusteeship. The candidacy of Mr. 
White, reported in the June 25 issue, 
has been officially filed with the nom- 
inating committee. 

Mr. White has been with Prudential 
for 23 years, starting as an agent and 
working up through the ranks to man- 
ager. He won the company president’s 
citation in 1946, 1947, 1950, 1951 and 





Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 
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1952, and the vice-president’s trophy in 
1951 and 1952. He was a member of the 
company’s managers’ advisory commit- 
tee from 1946 through 1953. 

An association member for 23 years, 
Mr. White was president of the Los 
Angeles group in 1952-53. He also has 
peen president of Los Angeles CLU 
chapter and has served as an LUTC in- 
structor. At the national level, Mr. 
White has served as vice-chairman of 
the NALU membership committee and 
has been active in the memorial build- 
ing fund drive. 


On filing the will of the late Robert 
E. Barrett, former director of the Il- 
linois insurance department, with pro- 
pate court at Chicago, his estate was 
estimated at $20,000 with Mrs. Barrett 
being named as sole heir. 


Vy. J. Skutt, president of Mutual Ben- 
efit H. & A., has been named national 
chairman for United Nations week, to 
be observed Oct. 17-24. 


As reported last week, C. R. Clem- 
ents, Jr., has been named vice-presi- 
dent in charge of field management of 
National Life & Accident, succeeding 











C. R. Clements 


Charles Luker 


Charles Luker who is retiring. Mr. Lu- 
ker joined the company more than 25 
years ago, was made superintendent of 
agencies in 1941, and assistant vice- 
president as well in 1945. Mr. Clements 
went to the home office in 1935 after 
field service for National at Akron, 
Houston and Glendale, Cal. He was 
advanced to agency secretary in 1940 
and since last year has been vice-pres- 
ident and executive assistant. 


James C. McFarland, Ohio State Life 
general agent at Cincinnati, and E. G. 
Seifert, manager of the Marion, O., 
agency, accompanied by their wives, 
flew to England and will make a 
seven-week tour of European coun- 
tries. 


J. Clay Evans Johnson. vresident of 
Interstate Life & Accideni:, has been 
elected president of Hamilton county 
(Tenn.) Memorial Hospital Assn. 


Roderick Pirnie, general agent at 
Providence for Massachusetts Mutual, 
was wed at Nantucket to the former 
Hope Browne Minor of New York City. 
After a yacht cruise, the couple will 
make their home in Barrington, R. I. 

Rufus E. Fort, vice-president of Na- 
tional Life & Accident, Nashville, has 
been named vice-chairman of Tennes- 
see State Retirement Board. 


DEATHS 


AUBREY E. GREEN, 51, general 
agent at Westwood, N. J., for Man- 
hattan Life since 1934, died of a heart 
attack in Hackensack hospital. He was 











| in the business for 27 years, having 
| been with New York Life before join- 


_ ing Manhattan. 


0. F. GILLIOM, former general agent 


for Lincoln National Life at Berne, 
| Ind. died at the age of 69 after a 
j lengthy illness. He started with the 


Penn Mutual 50% June 
Gain Sets Record; 15% 
Ahead in Half-Year 


Penn Mutual agents chalked up a 
total paid business in June of $44,963,- 
280, a new record for any month and 
50.2% ahead of June, 1953. For the 
first six months the paid-for figure was 
$206,100,649, up 15.4%. These records 
were achieved just from the company’s 
own agents, as no brokerage business 
is accepted. 

President Malcolm Adam has been 
stressing not only increased produc- 
tion power from each agent but also 
increasing the numbers in the field 
force. Since January Penn Mutual has 
increased its full-time field force by 
11%, with a net gain of 145 agents. 


One competitive stimulant is the 
President’s Club for New Organization. 
An agent must pay for $250,000 or 
more in his first contract year to quali- 
fy. Winners attend a three-day educa- 
tional meeting at the home office. 
Seventy-five qualifiers have been 
guests of Mr. Adam in the last six 
months and men in their first contract 
year contributed 19% of the company’s 
volume for the first half year. 

Mr. Adam’s inauguration of the Mil- 
lion Club has been an incentive in 
raising agents’ sights. Thirty-three paid 
for a million or more in 1953, which 
was 10 more than in the previous year. 
Indications are that there will be 50 or 
more this year. Another phase of the 
expansion program has been the add- 
ing of 11 new agencies in the last two 
years. 





Howard Goodwin Retires 
as Phoenix Mutual V.P. 


Howard Goodwin, vice-president in 
charge of underwriting of Phoenix 
Mutual Life, has retired after 47 
years’ service. He is a past president of 
Home Office Life Underwriters Assn. 








company in 1910 and seven times pro- 
duced the largest annual volume of 
personal business of all company rep- 
resentatives. He retired as general 
agent in 1947, being succeeded by his 
son-in-law, A. M. Stahley. He con- 
tinued as a full-time agent until 1951 
when ailing health caused him to cur- 
tail his activities. 


ALBERT E. BURNS, 73, who some 
time ago spent 10 years as senior ex- 
aminer of the Texas department, died 
at Dallas. Most recently he had been 
assistant county auditor at Dallas. 


ALFRED B. SLATTENGREN, a di- 
rector of Mutual Trust Life since 1923 
and with the company for more than 
45 years, died at his home in Riverside, 
Ill. After serving as an agent, general 
agent and manager of the northwest 
department at Minneapolis, he went to 
home office in 1921. In 1930 he was 
advanced to vice-president and direct- 
ed agency affairs for many years. He 
was a member of the executive, fi- 
nance and agency committees until his 
death. . 


MRS. REBECCA HERTZMAN, wife 
of Alex Hertzman, general agent for 
State Mutual Life at Louisville, died of 
a heart attack at her home there. 


ERNEST S. HILDEBRAND, sales 
promotion manager for Connecticut 
General Life, died after a long illness. 
He had been with Connecticut General 
31 years. Mr. Hildebrand’s father was 
the late Charles Hildebrand, a former 
actuary with Connecticut Mutual. 
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Quatity 


had many 
Dimensions 


QUALITY that every Agent and Broker 
can see and compare for himself—this is 
what makes GUARDIAN Accident & Health 
Insurance outstanding. 
QUALITY in the broad coverage af- 
forded by its diversified contracts— 


QUALITY in the simplicity and clar- 
ity of the benefit provisions in each 
policy— 

QUALITY in the swift and sincere 
service of the GUARDIAN field force 
and home office staff— 

QUALITY in the prompt payment of 
benefits — as reflected in the compli- 
mentary letters received by our Claim 
Department. 

Keep your clients happy in all phases of 
your insurance service—including accident 
and health. Place it with The GUARDIAN, a 
company with a reputation for quality since 
1860. 

Get the full story on our A & H program— 
both commercial and guaranteed renewable— 
this week. You'll be glad that you did. 


LIFE—-ACCIDENT AND HEALTH 
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ANICOcrepresentatives are 
Anico’s best advertisements 


LOUIS A. SCHREPEL, General Agent, Oakland, Calif. 


Starting as an ANICO representative in 1937 with the Salt Lake 
Agency, Lovis Schrepel rose to management level in a short time. 
In 1941 he was oppointed manager of the San Francisco Agency 
and his record was so outstanding that he was selected to launch 
a new ANICO Agency in Oakland, Cal., In 1950. Within a yeor 
Mr. Schrepel brought the Oakland Agency to prominence through 
production ond has continuously intained recognition as one of 
ANICO’S leading producers. 





A working contract that permits outstanding earnings. 
Policies that stand out in value against any competition. 
A management philosophy that is based.on the axiom that 
a company succeeds only when its agency force succeeds. 
The most modern and effective selling aid program that 
can be devised. 


For information without obligation 
address “Executive Vice-President” 


AMERICAN NATIONAL 
 aaree Conary 


W. L. MOODY, JR., PRESIDENT GALVESTON, TEXAS 
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Phila. Life General Agents 
Set Up Elliott Foundation 


More than 300 general agents, and 
home office personnel of Philadelphia 
Life attended the birthday anniver- 
sary celebration of President William 
Elliott by the company’s General 
Agents’ Assn., which was marked by 
establishment of the William Elliott 
Education Foundation “to the end that 
any child of a member of the Philadel- 
phia Life official family, being de- 
sirous of furthering his education, may 
procure financial assistance for that 
purpose from the foundation.” 

An engrossed scroll enscribed with 
this message was presented by Associ- 
ation Chairman Paul H. Marsteller. 

President’s Month campaign win- 
ners were presented with awards at 
the proceedings. President’s Club 
prizes for greatest volume were given 
to Russel G. Cohn, Alan Silverman, 
Harry Hannaway, Myles E. Gross, Ed- 
ward F. Karsch and Sherman D. 
Hoover. Those with the greatest num- 
ber of paid applications were Alex 
Newstein, Paul H. Marsteller, Edward 
T. Stephenson, Jack Wardlaw, Edward 
B. Carr and Roger Helias. 

Awards for volume went to Charles 
H. Smolens, Harry E. Thomas, Jr., and 
Frank Gabor. Regional directors win- 


ning prizes for production in their 
areas were A. H. Johnson and Nevin 
A. J. Loose. 

The goal of $10 million of new busi- 
ness set by the General Agents Assn. 
for the campaign was exceeded and the 
total achieved, $11,102,000, was 13% 
over the same period last year. Twen- 
ty-seven producers paid for $100,000 
or more during the drive, and among 
the six winners of President’s Club 
awards, four were first-year men. 





National Life of Vermont 
Brings Out New Term Riders 


National Life of Vermont has in- 
troduced non-participating level term 
riders to be issued on standard lives 
only. The riders are issued on the 10, 
15 and 20 year plans, and may be at- 
tached to any permanent plan of in- 
surance on which the premium paying 
period equals or exceeds the duration 
of the policy. 

The minimum amount for the rider 
is $2,500, while the maximum, subject 
to the usual limits of retention, is 
twice the face amount of the basic 
policy. The conversion periods for the 
10, 15 and 20 year plans are 7, 10 and 
12 years, respectively. The riders can- 
not be attached to policies already in 
force. 








% INSURANCE 
IN FORCE 


CALIFORNIA-WESTERN STATES LIFE 
INSURANCE COMPANY 


HOME OFFICE: SACRAMENTO 





Culling, Others in Higher 


Pacific Mutual Agency Posts 


A. N. Culling has been promoted to 
superintendent of agency administra- 
tion for Pacific 
Mutual Life. With 
the company for 
24 years, Mr. Cul- 
ling has been di- 
rector of policy 
owner services 
since last January. 

New titles have 
been given several 
agency department 
staff members. Al- 
bert F. Gardner, 
formerly in charge 
of recruiting and 
basic training, now 
becomes assistant 
superintendent of agencies. Assisting 
him will be Robert Daisey, manager 
of advanced agent training, and James 
Swanstrom, assistant manager of man- 
agement training. G. Kenneth Davis 
and Joseph C. Gross have been ad- 
vanced to assistant managers of agen- 
cy finance, Robert L. Molinar has been 
named agency assistant and E. Stanley 
Smith becomes assistant agency secre- 
tary. 





Culling 


A. N. 


Tennant in Eastern Group 
Post for Pacific Mutual 


Pacific Mutual Life has named 
Thomas E. Tennant, formerly man- 
ager at Cleveland, eastern regiona] 
group supervisor. He will have head- 
quarters at Philadelphia, supervising 
Newark, Washington and Philadelphia. 
He a been with the company since 
194 

Philip F. Aiken, formerly manager 
at Newark, has been named Cleveland 
group manager and his successor at 
Newark is William B. Tomkiel, for- 
merly a staff member there. 





Continental Assurance 
Opens Branch at Seattle 


Continental Assurance has estab- 
lished a branch at Seattle which will] 
feature service on surplus and sub- 
standard lines for full-time agents and 
brokerage service for general lines 
men. 

Manager is Freelyn E. Wamba, who 
has been with John Hancock there as 
assistant manager since 1941. The of- 
fice also will handle Continental’s reg- 
ular coverages. Mr. Wamba recently 
spent some time in Continental’s home 
office. 





STATE-MU 
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| Western Selection 
Men Elect Schmoll 


f louis J. Schmoll, 3rd vice-president 
of Metropolitan Life at the Pacific 
‘ Coast head office 
at San Francisco, 
has been elected 
president of the 
Home Office Un- 
derwriters Club of 
the Western States, 
succeeding Walter 
C. Kennedy, the 
club’s first presi- 
dent, who is vice- 
president and chief 
underwriter of 
California - West- 
ern States Life. 

Others elected at the annual meet- 
ing, held at Victoria, B.C., are vice- 
president C. S. Gillespie, assistant sec- 
retary and manager of life underwrit- 
ing of Occidental Life of California; 
secretary, Edward M. Urich, assistant 
secretary and chief underwriter of Pa- 
cific Mutual; executive committee 
members, Mr. Kennedy and Otto D. 
Sanford, executive vice-president 
Northwestern Life of Seattle. 

The program included a panel dis- 
cussion on A&H, moderated by Mr. 
Urich, a talk on juvenile substandard 
risks by William T. Flanagan of Con- 
stitution Life. Dale V. McDaniel of 
Northern Life led a discussion on re- 
instatement of life insurance, John F. 





Louis J. Schmoll 


Courtney of Prudential handled a ses- 
sion on unusual problems involving 
insurable interest, and John F. Hook, 
Standard of Oregon, led a discussion 
of miscellaneous underwriting prob- 
lems. 


Oakland-East Bay Assn. to 


Sponsor Marketing School 


Oakland-East Bay Assn. of Life Un- 
derwriters will sponsor a life insur- 
ance marketing school July 12-16 on 
the campus of Mills college, Oakland, 
Cal., to be conducted by Hal L. Nutt, 
director of the Purdue course, and E. 
B. Bingham and Richard Wetherbee, 
assistant directors. 

To be attended by 120, the course 
will cover developments in social se- 
curity, tax changes, estate planning, 
business insurance needs, modern sell- 
ing methods, and other subjects. Mem- 
bers of the association who are shaping 
the program are Harry R. Pinney, 
Bankers of Nebraska, president, and 
R. Marvin Greathouse, Connecticut 
General Life, and Melvin Wogoman, 
Prudential, chairman and_ assistant 
chairman, respectively, of the market- 
ing school. 

This is the second year the school 
has been held on the Mills campus. 


Elect A. K. Walker President at L. A. 

A. King Walker, Penn Mutual Life, 
has been elected president of Los An- 
geles Quarter Million Dollar Round 
Table. The vice-president is H. W. 
Bent, Connecticut Mutual, and the sec- 
retary is H. N. Howard, Occidental 
Life of California. 










when you 
see 
this sign.... 


it’s time to talk - 


They're wonderfully in love. Their hearts are set on the 
future. They're ready to listen to MASTERPLAN. 


Jim is 24. He establishes an immediate estate and security 
for Joan with a $10,000 policy. His annual premium 

rt is $289.90. When Jim reaches 44 he chooses to leave his 
$2,000 cash savings with the company and continue 
protection for Joan with the idea of enjoying the 
Retirement Benefits. He still pays the low original rate— 
but only until he is 59. From then until he is 65, his funds 
automatically accumulate at compound interest. At 65, 
Jim will have $16,880.00 (including dividends), a clear 
profit of $6,733.50. If he wishes, Jim can provide a 
lifetime annual income of $1,275.60—and they 
lived happily ever after. 
Extraordinary case?... NO! Exceptional benefits? ... YES! 
And these are but two of the many unique features in 
MASTERPLAN—a Complete Insurance Program 





ST. LOUIS, MO. 


XUM 


wrapped-up in one simple, easy to sell package. 


For further information about MASTERPLAN write 
Frank Vesser, Vice President 


General American Life 


one of the nation’s leading mutual legal reserve companies 


Copyright 1954 











Pan-American Life Insurance Company 
field representatives are among 


the most successful in the industry! 


%& Advanced Training Procedure 
Including: Business Insurance, Pension Trust 
Group Insurance 


3% Modern & Unexcelled Sales Aids 
%& A Proven Direct Mail Plan 
%& A Modern and Liberal Compensation Contract 


INCLUDING. 


. Group Life Insurance 


ond 


2. Group Hospitalization for Representative and 
Family 


. Disability Benefits 
. Pension Plans 


ph OO 


LL with no Expense to Representative 


For information address 


CHARLES J. MESMAN 


Superintendent of Agencies 


PAN AMERICAN 


LIFE INSURANCE CO 


CRAWFORD H. ELLIS 


President 


EDWARD G. SIMMONS 


Executive Vice-President 





KENNETH D. HAMER 


Vice-President & Agency Director NEW ORLEANS, U.S. 4 
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Win Fellowships for 
Study at Home Offices 


Foundation for Economic Education 
has awarded fellowships to members 
of 10 college faculties for summer 
study at eight life company home of- 
fices as follows: Connecticut General, 
Joseph A. Sullivan, Salem (Mass.) 
State Teachers college; John Hancock, 
Homer J. Hagedorn, Harvard; Kansas 
City Life, Anthony S. Lis, Oklahoma 
A&M; Mutual Benefit Life, John O. 
Gallagher, Upsala college, East Orange, 
N. J.; Mutual of New York, Edward A. 
Nelson, University of Missouri; New 
York Life, Edward Peragallo, Holy 
Cross, and Willard J. Saunders, San 
Jose (Cal.) State college; Pacific Mu- 
tual Life, Leonard P. Vidger, Seattle 
Pacific college; Travelers, George D. 
Blackwood, Boston University, and 
Welton C. Farrar, Wilkes college, 
Wilkes-Barre, Pa. 

e @ o 

The foundation, located at Irving- 
ton, N. Y., awarded a total of 122 sum- 
mer fellowships this year, most being 
for six weeks. In some companies the 
visitors work on a special project, in 
others they study the company’s en- 


tire operation. Tthe foundation is sup- 
ported by individual and corporate 
contributions. 





J. J. McDevitt Promoted 


by Columbian National 


John J. McDevitt, former Aetna Life 
group field man and more recently its 
assistant general agent at Boston and 
Rochester, has been named assistant 
manager of agencies of Columbian Na- 
tional Life. 





Moss Fresno General Agent 


R. L. Moss has 
been named gen- 
eral agent at Fres- 
no, Cal., for Equit- 
able Life of Iowa. 

An air force vet- 
eran, Mr. Moss 
started in the busi- 
ness with the com- 
pany’s  Hoghe 
agency at Los An- 
geles in 1951. He 
was promoted to 
regional agent last 
February. 











“Put 


ASSETS OVER $160,000,000 


Insurance in Force Over $800,000,000 
Paid to Policyowners and Beneficiaries 


Today, we who are truly Americans need still 
to be on guard... not alone against the 
obvious evils but against those unintentional 
deficiencies within ourselves which could 
destroy democracy. 
Neglect to use our vote wisely... a careless 
approach to our jobs because work is plentiful 
... waste of food and material... and a 
slackening in moral fibre and in the things 
of the spirit. 


If we are truly dedicated to freedom as 
were our forefathers, we will be on guard 
so that we can build, with God’s help, a stronger, 
better America for ourselves and for 
the generations of Americans to come. 


We, as Southland Life Underwriters, thinking, 
speaking, working in this spirit are helping 
to protect through Southland Life services 
American families and American business, 
both great and small. 


* Ascribed to George Washington, April 30, 1777 


Southland 





None but Americans 
on Guard Tonight”” 


Phila. CLU Elects Wallis; 
A. R. Schnitzer Speaks 


M. Roos Wallis, general agent for 
Equitable of Iowa, has been elected 
president of Philadelphia CLU chapter, 
and other new officers are Leonard E. 
Liss, S. George Levi & Co., vice-pres- 
ident; Frederick J. Keifner, Provident 
Mutual, secretary, and A. D. Seltz, 
Equitable Society, treasurer. 

New directors, elected for a three- 
year term, are A. C. F. Finkbiner, Jr., 
Northwestern Mutual, and L. Kent 
Babcock, Jr., Aetna Life. 

Featured speaker at the meeting, 
Albert R. Schnitzer, speaking on sell- 
ing business insurance plans, confined 
his remarks primarily to close corpora- 
tion sales, and warned that the agent 
must never turn from salesman to 
technician. 

“Don’t apply to your individual cases 
all the general answers found in text 
books,” he said. “Rather, probe deep- 
ly into the facts of the particular situ- 
ation and sell on the genuine needs of 
the business.” 

The close corporation sale, he said, 
should be approached with these fac- 
tors in mind: Management, or a con- 





sideration of the personality differ. | St L 
( 
e 


ences of the members of the firm, to | 
which the agent should gear his pres. | 


entation; income, since close corpora- 
tions seldom pay dividends because of 
double taxation and it is therefore 
usually impossible for the widow of a 
stockholder to get income from her 
interest; and market, which in the 
case of stock of a deceased holder, is 
the surviving stockholders. 

Many agents, he said, lose the sale 
by trying to arrange a 100% cover. 
age. It is better to settle for a frac. 
tional amount and let the remaining 
balance be paid by the survivors. 

Nathan C. Barr, Prudential, retiring 
president of the chapter, in reviewing 
its activities of the past year, pointed 
to the aid the chapter gave in selecting 
the first recipient of a CLU scholar. 
ship awarded by Fidelity-Philadelphia 
Trust Co. This was Thomas Hills, John 
Hancock. He also recalled the Septem- 
ber luncheon meeting sponsored by the 
Girard Trust Corn Exchange Bank, at 
which 175 prospective CLU candidates 
were entertained. This meeting re- 
sulted in the most comprehensive list 
of CLU candidates ever assembled in 
the Philadelphia area, Mr. Barr said. 





| | 
| 





underwriting. 


Successful insurance salesmen with an 
eye to the future are interested in the Gen- 
| eral Agency possibilities offered by The 


|| Union Labor Life Insurance Company. 


On inquiring, they have found that the 
Company's alliance with the Trade Union 
Movement and its knowledge of the insur- 
ance necessities of union members, can be 


of great value to them in their sales efforts. 


The General Agents selected by The 
| Union Labor Life are in keeping with the 
| highest standards expected of the man who 


| devotes his career to the profession of life 


Se 





Over $117,000,000 
55 BRANCH OFFICES 


Life Insurance fai| Company 


Home Office @ Dallas 
e HOSPITALIZATION e GROUP 





LIFE e ACCIDENT e HEALTH 





LIFE INSURANCE COMPANY 
200 East 70th Street 
New York 21, N. Y. 





Matthew Woll, President 
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"said. . Phillips Now a G. A. ‘ ° 
as 5 has been named gen- SAaughnessy to K. C. Life First with New Benefits 
eral agent at Little Rock, Ark., for Francis T. Shaughnessy, Jr., has Now available to groups and 


sachusetts Protective and Paul Re- been named Kansas City Life general ciel daa 7 ; 
Mae Life’ He has been district man. agent for 20 counties in eastern Neb- individuals in all occupations! 


t Hobbs, N. M., and has been a raska and 18 counties in western ° e one 
wise personal producer. He entered Iowa. His headquarters will be _at First with New Opportunities 
the business four years ago. Des Moines. He has been in life in- for General Agents who can build sales 


surance nearly 20 years. 





. ame ceinee izations. Now licensed in 44 States! 
Conger Life Makes Changes ’ organiza 
Conger Life of Florida has made a Alexander to Home Office 


complete change of life contracts in Charles T. Alexander, with Great 
its industrial department. These new National Life at San Angelo, Tex., 
policies, many of them with settlement since 1952, has been promoted to asso- 
options, are based on the 1941 standard ciate agency director at the home of- 


industrial table of mortality and are fice. Ben efit As 5 ociation’s Big New Growth 
AGENCY SUPERVISOR Program Offers Sound Profit Margins 
NEEDED IN EASTERN MICHIGAN for General Agents 

AND SOUTHERN ILLINOIS @ At last the door is open... and Benefit Association is in- 


viting General Agents to help spread the news of today’s top 
insurance values! Look at this complete program designed 


HAVE YOU THE ABI LITY for family protection, company expansion, and agency profits: 
TO HIRE AND TRAIN MEN? NEW 1954 policies ° H&A lifetime coverage with two-year 


nonconfining sickness...low-cost professional men’s H&A...new 
hospital-surgical coverage ... modern, top-value life policies! 





If you are interested, contact THE 


see NEW leads... Hundreds of thousands of prospect names— 
FRIENDLY COMPANY. Positions aa satisfied Benefit Association policyholders . . . plus continuing 
, salary, expenses and overwriting. lead-producing programs. 
NEW commission schedules... 
If you are the man, real money can be Better than any we’ve seen! 


earned under our plan. VESTED RENEWALS!... 


Most liberal contract in the business! 






Benefiz 













All replies held in strict confidence. YOU CAN PROFIT 


from Benefit Association’s exciting expan- 
sion ... build on the firm foundation of 41 
AGENCY DEPARTMENT years of growth! Now is the time for you 


to establish your big, solid, profitable 


PEOPLES LIFE INSURANCE COMPANY — | agency! For complete confident inform 
FRANKFORT, INDIANA 














Robert W. Lindsley 
Director of Sales,Room 307 
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Mr. OSLICO Says: 











The day you 


ming Plan, “Today, Tomorrow 
and the Future.” 




















Write 
can’t make f 
or 

a dollar OSLICO 
porte Sr ats geile itt 
famous Insured Savings, Money opportunities 
Saver, and Time Buyer ‘‘Pack- ° 
age” Merchandising Plans, or in the 
our equally-powerful Program- states 
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FRANK L. BARNES Ist V.P. and DIRECTOR OF AGENCIES 
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COATES, HERFURTH & 
ENGLAND 

CONSULTING ACTUARIES 

Los Angeles 


San Francisco Denver 


Harry S. Tressel & Associates 
Consulting Actuaries 


10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 


Ha S. Tressel, M.A.1.A. W. P. Kell 
M. Wolfman, F.S.A. A. Selwoo 
M. A. Moscovitch, A.S.A. M. Kazakoff 
D. Sneed L. Miler 























RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


H. M. Sarason, F.S.A. 
K. C. Stever, C. P.A: 


Los Angeles and San Francisco 

















CHASE CONOVER & CO. 
Consulting Actuaries 


and Certified Public Accountants 
Telephone FRanklin 2-3868 
135 S. La Salle St. Chicago 3, Ill. 




















GA.-VA.-=N.Y. 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
Atlanta + Richmond + New York 




















GEORGIA & 
MICHIGAN 


INDIANA & 
NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 

Omaha 








Indianapolis 




















NEW YORK 








ALVIN BORCHARDT & COMPANY 


CONSULTING ACTUARIES 
AND 








INSURANCE ACCOUNTANTS 
911 KALES BLDG., DETROIT 26, MICH. 
1315 WILLIAM OLIVER BLDG., ATLANTA, GA. 














Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 




















ILLINOIS 


PENNSYLVANIA 








CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


221 West Wacker Drive 
CHICAGO 6 








Telephone FRanklin 2-2633 


FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 
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Excellent Book on How 
to Sell A&H Insurance 


Frederick G. Lorimer, a life insur- 
ance agent of New York, who began 
specializing in A&H insurance about 
ten years ago, has written “Double 
Your Income Selling Accident and 
Health Insurance,” a book of 67 pages, 
just off the press. Mr. Lorimer simpli- 
fies his explanation of selling A&H 
insurance so that the agent himself 
may simplify his processes of learning 
what to know, of practising what to 
sell and of maintaining a healthy and 
growing clientele. 

Mr. Lorimer has built a clientele of 
800 loyal buyers of insurance and on 
the basis of this clientele today con- 
tinues to expand his premium income. 

He breaks down the sale of A&H in- 
surance into accident only, accident 
and sickness, hospitalization and major 
catastrophes. He then tells how to pros- 
pect, what to say for producing busi- 
ness in each of the four kinds of A&H 
insurance, how to meet objections, de- 
liver policies, take care of claims, keep 
records and provide some self-guid- 
ance to certain achievement in build- 
ing premium volume. 

The book is well written, easy to 
read and is one of the most compact 
aids published for A&H insurance 
salesmen. How to keep from getting 
into a slump and how to get out of one 
if arriving there are two of the prac- 
tical procedures described in the book. 

“Double Your Income Selling Acci- 
dent and Health Insurance” is pub- 
lished by Pageant Press, 130 West 42nd 
street, New York 36 and sells for $2.50. 
It is packed with selling ideas and es- 
sentials and offers more help than 
much more extensive treatments of the 
subject. 


Union Central Makes 
Changes in Policy Rules 


Union Central Life now will permit 
insured under whole life modified pre- 
mium policies to make elections of op- 
tional modes of settlement similar to 
those currently used in ordinary life 
policies. Such options formerly were 
not permitted. 

The company also has changed med- 
ical selection rules. Consideration of 
second and _ subsequent pregnancy 
cases for insurance without an extra 
premium will be provided and of first 
pregnancy cases with an extra single 
premium of $2.50 only. 

The extra premium formerly re- 
quired in cases of some contemplated 
operations such as inguinal hernia and 
hemorrhoids will be eliminated. 





Southern Connecticut 
H& A Elects Moriarty 


Edward F. Moriarty of Monarch 
Life was elected president of the 
Southern Connecticut H&A Assn. at 
a meeting in New Haven. He suc- 
ceeds Sidney S. Silverberg, Continen- 
tal Casualty. Other new officers are 
Vincent Gallo, Prudential, vice-presi- 
dent; Harry Harrison, Mutual Benefit 
H. & A., secretary, and Vernon Trudo, 
Prudential, treasurer. 





E. S. Jarrett Mutual's 


Director of Training 


Edwin S. Jarrett, who has been su- 
pervisor of agents’ training for Equi- 
table Society, will on July 16 join Mu- 
tual of New York as director of field 
training. He succeeds Daniel P. Cahill, 
ata appointed manager in Brook- 
yn. 

Mr. Jarrett has been with Equitable 
since 1930 except for army service. He 
has had extensive experience in sales 





and Management training and has 
been instrumental in developing var. 
lous insurance training courses and 
sales techniques. Both he and Mr. Ca.-' 
hill are CLUs. 





Says Wis. Banks Can Protec} 
Loans with Credit Life, A&H 


Banks in Wisconsin can make credit 
and A&H available to borrowers and 
become the policyholders or bene. 
ficiaries, according to an advisory opin- 
ion by Atty. Gen. Thomson. 

Premiums may be made part of the 
loan which the insurance is intended 
to protect for the bank. However, Mr. 
Thomson pointed out that banks cannot 
receive any payment in addition to the 
premiums or receive any commission 
or refund from the insurance company 
for selling the policy. 





National Benefit Figures 


Incorrect in Argus Chart 


The losses incurred including loss 
adjustment expenses incurred shown 
for 1953 for the National Benefit In- 
surance Company, of Des Moines on 
pages 145 and 157 of the new 1954 Ar. 
gus Casualty Chart are incorrect. The 
correct figure is $2,907,314 instead of 
$3,609,797 as published. The resultant 
loss ratio should be shown as 52.8% 
instead of 65.6% and the combined loss 
and expense ratio should be 85.2% in- 
stead of 98%. 

On page 157, the loss figures shown 
for the various classes of accident and 
health business are correct, but the to- 
tal is also incorrect as shown above. 
In this instance the loss ratio is cor- 
rectly shown as 52.8%. 





Stander Detroit Manager 


for Northwestern National 


Mel S. Stander, formerly life de- 
partment manager for Marsh & Mc- 
Lennan at Detroit, has been appointed 
manager in Detroit for Northwestern 
National Life. 

In life insurance since 1940, Mr. 
Stander was with Aetna Life at Grand 
Rapids and Boston from 1940 to 1943 
when he went into the army. He went 
with Marsh & McLennan in 1945 at 
Boston, being tranferred to Detroit in 
1950. 


WANT ADS 


Rates—$18 per inch per insertion—1 inch mini- 
mum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. 
Individuals placing ads are requested to make 
payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 











REGIONAL GROUP MANAGER 


Eight years supervisory experience with major 
company. Change considered. Desire respon- 
sible position with expanding group company 
in field or home office sales or underwriting 
department. Address Z-56, The National Under- 
aaa Co., 175 W. Jackson Blvd., Chicago 4, 








AGENCY MANAGEMENT 
WANTED 


Age 40, 20 years in Life Insurance, past 6 yrs. 
as Mgr. of large general agency outside U. S. A. 
with $5 million volume average. Seeking gen- 
eral agency connection or home office super- 
visory opportunity. Write Z-88, The National 
Underwriter Co., 175 W. Jackson Bivd., Chicago 
4, Illinois. 








PENSION SALESMAN 


A Pension Salesman is available who has 
eight years of trusteed and insured pension 
and profit sharing plans. Write to Z-89, 
The National Underwriter Co., 175 W 
Jackson Blvd., Chicago 4, Illinois. 
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Mass. Mutual Announces 
Changes at Agents’ Rally 


(CONTINUED FROM PAGE 3) 

tion plans, whereas contracts including 
family protection and mortgage retire- 
ment provisions will be issued to im- 
paired risks rated as high as table F.” 

Discussing the progressive-protection 
juvenile policy, which the company 
prought out in March, 1952, Mr. Kalm- 
pach said that at the time it was 
thought that the ordinary life plan was 
the most desirable, since it called for 
the lowest level of premiums. Now, 
however, it appears that “this type of 
policy becoming paid-up at age 65 has 
certain undeniable advantages over the 
ordinary life,’ he said. The company is 
now in the process of developing such a 
policy and when the new contract is 
prought out the present progressive- 
protection policy will be withdrawn. 

Mr. Kalmbach told the field force 
that the along with the 50% increase in 
group life coverage, subject to a $40,- 
000 maximum, will go a continuation 
of coverage after retirement, which 
while reducing annually will never go 
pelow half of the amount in effect at 
retirement. Group hospital and surgical 
will be continued after age 65 in the 
amount of $40 of coverage for each year 
of service prior to age 65, with a top 
limit of $1,000. This amount would sub- 
sequently be reduced by each claim. 

Mr. Kalmbach took a cheerful view 
of the general economic picture. He 
said he feels the country is not facing 
a serious readjustment and that “we 
can expect increasing business general- 
ly in the years ahead, except for occa- 
sional temporary periods.” He said the 
present day economy contains a num- 
ber of stabilizing factors not present 
in depressions of the past, such as mil- 
lions of dollars in payments from un- 
employment insurance, social security, 
and private pensions, which keep pur- 
chasing power from being drastically 
curtailed. He cited the almost unlimited 
need for new highways, hospitals and 
schools, the expansion of the different 
classes of public utilities, the great 
amount of industrial construction, and 
the demands for goods and services by 
arapidly growing population as further 
stimuli for the nation’s economy. He 
expressed a conviction that there is 
going to be a constantly broadening 
and increasing market for life insur- 
ance as the public is recognizing more 
and more the value of life insurance 
for personal and business uses. 

There will be a further account of 
the Massachusetts Mutual Leaders 
Club meeting in the next issue. 





J. F. Jones Is Promoted 


Lincoln Income Life has promoted J. 
F. Jones to eastern agency director, 
supervising agents in Kentucky and 
Tennessee. 

Mr. Jones began in insurance in 1915 
with Oklahoma H.&A., a company later 
merged with what is now Lincoln In- 
come. After serving in various field 
Capacities he was advanced to Ken- 
tucky manager in 1945. 





Siske Agencies Director 


James B. Siske has been promoted 
by American Bankers Life of Florida 
from supervising general agent for 
western North Carolina to director of 
agencies at the home office. He has 
Served as president of the Greensboro 
Life Underwriters Assn. and has been 
In the business since 1947. 





® Prudence Life of Chicago has been 
licensed in South Carolina. 








THE 


NATIONAL 
LIFE AND 
ACCIDENT 


INSURANCE 
COMPANY 
SHIELDS 
YOU 


NOW 16th... 


The ranking of companies published recently by The 





National Underwriter shows this Company moved 
up one place during 1953 to become the 16th largest, 


based on total life insurance in force. 


As a matter of fact...we were the only company 
among the top thirty in the United States to improve 


its ranking last year. 


Not bad going, is it? 


THE NATIONAL LIFE 


and Accident Insurance Company 
Nashville, Tenn. 


Eldon Stevenson, Jr. 
President 


Edwin W. Craig 
Chairman 
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A Complete Sine of Coverage 


Life Insurance Accident ¢ Health 
Hospilalization Medical. Surgical 
Excellent Opportunities for Capable Sealesmen 


Bankers Stipe Y Casually Company 


fbn D. Mac tether, President 
Chicago 30, Illinois 
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Woman's Benetit Assn. $50 
Reelects Agnes Koob therea 

Miss Agnes E. Koob, vice-president gible 
of National Fraternal Congress, and the pe 
Mrs. Dorothy H. Needham were re- cents é 
elected supreme president and supreme age IS : 
secretary, respectively, of Woman’s _, 
Benefit Assn. at the general convention invest¢ 
at Denver. Mrs. Ruth Pierce, formerly Laré 
Minnesota field director, was elected ments 
treasurer, succeeding Mrs. Nellie C. V. can bu 
Se Heppert, who is retiring. Mrs. Kath- Tee 
INDEPENDENCE ~ plan o 
Independence came to this infant nation against great odds. red a 
Divided loyalties, disorganized money, lack of military ages th 
strength—all, joined to form the hazy backdrop for the tireme! 
original 13 colonies of America in their dramatic fight to be al fu 
9g tu 
free. accuml 
ill go 
Today in the pleasant climate of that hard-won freedom, the CUSTOMER at 
we may, with one simple flourish of the pen, make our : the ret 
own personal declaration of ‘‘financial’’ independence. \" is always ri ht a fixed 
We of the underwriting profession are proud to make every ; _ g 

Agnes Koob Dorothy Needham “The 


day someone's independence day through life insurance. 
ryne V. Growden, New York, and Mrs. 


Julia Ginn Foley, California, were re- WW jn demanding specific pro: if the | 


a 

E N E F | [ A L L | F E we elected supreme trustees. ’ iso youth 
te Speakers included Alden C. Palmer tection to meet his individual mo; 
OS a 


of Insurance R.& R. and Hal C. Nutt, 














j nsurance Com pany director of the Purdue course. Ap- needs; so naturally ---—— paid to 
% proximately 2,000 members and field "lt sell a Columbian N beyond 
David O. McKay, Pres. Salt Lake City - Utah Mm workers attended. pa SE — = 
a Other events included a reception tjgnal Life policy that fits hi a 
for supreme officers and members, a P Y ts his per cording 
dinner for winners in a membership sonal and family requirements mms of 
contest, and entertainment. Lif pine 
re aval 

Milwaukee Congress Elects Deities pe 
John Rusch President a ae that an 
Milwaukee Fraternal Con aay 
gress has : * 
elected John Rusch, Loyal Order of Juvenile —™ 
Moose, president; William Gardner, Nor is 
Fraternal Order of Pilgrims, vice-pres- Term to 70 fee if th 
ident; Miss Lillian Eichholz, Western e s highest 
Bohemia, secretary; Mrs. Lillian M. Modified Five up. The 
Sharen, Degree of Honor Protective, Tri a reinvest 
treasurer; Mrs. Mae Gardner, Women Double or Triple Protection sales fe 
of the Moose, chaplain, and Adwill funds, b 
Hayssen, Modern Woodmen of Amer- Substandard _ ; 
ica, sergeant-at-arms. Franchise buying 
for a lu 

Issues New Term Plans saat 

nn aaa Sore came. She “hae Sane” Ae eee Aid Association for Lutherans has nage ao 
rigs an important element in any sales organization. adopted two new term plans: term to Group (all lines) | 5% own 

ith North American, a good example is the wonderful : 

‘ sie - : ; : f age 55, issued at ages 16 to 44, and Accid what he 
family spirit that's expressed during President's term to age 65, issued at ages 16 to ccident geen 
Month every June. All of us work our hearts out for 54. They will be issued in minimum Health up littl 
the 'boss' and love it. This year the top 15 of us amounts of $5,000. : on people, | 
will be guests at his Northwoods Chalet in August. Conversion to permanent insurance Hospital populari 
Again, competition has been keen enough to assure a pl ge gly ma ro ee , P tmds. 
new all-time production record. years before the expiration date. Group Creditor 





"This chance to do things that provide stimulation 


and fun is something that doesn't show up in an agency RAY D. ROBINSON, 66, a member The COLUMBIAN NATIONAL Grave 
. L. H. 


contract. It's one of the little extras. But a lot of the board of trustees of Maccabees 
of old timers around here will admit they're mighty and great commander of Pennsylvania, 1am SO LIFE INSURANCE ecutive 
happy about those extras. They count awfully big in died at Pittsburgh hospital after a Es: Bankers 










morale. And in your bank account, too!" brief illness. Mr. Robinson has been C1 TEE 
with Maccabees since 1914 and spent ‘ aa \y 


dent of 
Company Some 
several years in the home office at stock of 


: : in 194 
Detroit. He was a past president of BOSTON 12, MASSACHUSETTS , 


Pennsylvania Fraternal Congress. bock, Te 
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Farm Bureau's Fund Plan 


Causes a Stir Among Agents 


(CONTINUED FROM PAGE 1) 
monthly payment plan with an initial 
$50 payment, paying $10 a month 
thereafter. At the same time he is eli- 
gible for a term insurance policy for 
the period which costs as little as 75 
cents a month per $1,000. This cover- 
age is always for enough to assure com- 
pletion of the program in the event the 
investor should die. 

Larger initial and monthly pay- 
ments can be made. Also, a person 
can buy either the fund shares or the 
insurance without the other. 

President Murray Lincoln said the 
plan offers a person more return on 
his equity investment than straight 
life insurance and with more advant- 
ages than life insurance. Under a re- 
tirement plan, at age 60 or 65, the mu- 
tual fund will begin to pay back the 
accumulated funds. A small amount 
will go toward paying for a life-income 
annuity to begin at age 75. At that age 
the retirement annuity begins to pay 
a fixed monthly income for life. 


“The plan is completely flexible,” 
Mr. Lincoln said. “You can stop buy- 
ing mutual fund shares at any time. 
If the person dies before reaching 75, 
his estate can get the balance of his 
assets in the fund and all the premiums 
paid toward the annuity. If he lives 
beyond that age, he gets monthly in- 
stallments for the rest of his life.” 

The Farm Bureau’s fund plan, ac- 
cording to Mr. Lincoln, “brings to per- 
sons of modest income the professional 
services for estate planning normally 
available only to the wealthy.”’ He said 
the advantage of Farm Bureau’s fund 
plan over some other mutual funds is 
that an investor can redeem his shares 
at any time at their current liquidation 
value without paying a redemption fee. 
Nor is there any need to pay a sales 
fee if the investor reinvests up to the 
highest amount he had previously built 
up. The semi-annual dividends can be 
reinvested automatically without any 
sales fee. The sales fee for mutual 
funds, he said, is 742%. 

The company also has a plan for 
buying mutual fund shares outright 
for a lump sum. 

Mr. Lincoln said a survey of Farm 
Bureau policyholders showed that only 
5% own common stock. He said from 
what he learned from investment men 
he was convinced the plan would stir 
up little resentment among financial 
people, but rather that it will help to 
popularize the market for mutual 
funds. 





Graves Heads Neb. National 


L. H. Graves, Jr., who has been ex- 
ecutive vice-president of National 
Bankers Life, has been elected presi- 
dent of Nebraska National Life. 

Some 80% of the outstanding capital 
stock of Nebraska National, founded 
in 1946, was purchased under contract 
hbo by Great Plains Life of Lub- 

, Tex. 





Oil Industries Life Starts 


Oil Industries Life, the new Houston 
‘ompany that is beginning with capi- 
tal and surplus of more than $1 mil- 

paid in cash, now is writing busi- 


The company, which will concentrate 
Within the oil industry, is headed by 
tohn Bennick, who has held executive 
Dsitions with Franklin Life, Pyramid 

€ of Arkansas, and National Re- 
Stve Life. Dale R. Major, a Houston 
wyer and vice-president of North 


American Title Co. and _ secretary- 
treasurer of San Jacinto Title Guar- 
anty Co. is chairman. Otto Gross, a 
former Iowa insurance department ex- 
aminer and more recently vice-presi- 
dent and actuary of Jefferson National 
Life, is vice-president. The secretary- 
treasurer is J. D. Rodgers, executive 
vice-president of Texas Cities Trust. 

Nearly half of the company’s initial 
resources are being invested in the 
stock of leading insurance companies, 
according to Mr. Bennick. 





Schlattman in Ad Post 


for Minnesota Mutual 


Minnesota Mutual Life has appoint- 
ed E. Richard Schlattman director of 
publicity and ad- 
vertising. 

Active in vari- 
ous phases of the 
advertising busi- 
ness, Mr. Schlatt- 
man.was with 
the advertising de- 
partment of Min- 
nesota Mining and 
Manufacturing Co. 
until 1952 when he 
was called to duty 
with the navy air 
corps. He also has 
been assistant ad- 
vertising manager 
for Weyerhauser Sales Co., production 
manager for the Melamed Hobbs Ad- 
vertising Agency and account repre- 
sentative and copywriter for the Greve 
Advertising Agency. 
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E. Richard Schlattman 








Group Men Elect Armstrong 


A. E. Armstrong, Aetna Life, has 
been elected chairman of Group 
Insurance Representatives Club of 
Cleveland. Don R. Davis, New York 
Life, is vice-chairman and J. E. Hamm, 
Jr., Sun Life, secretary. 





Start Company at Fort Worth 


National Underwriters Life is a new 
Fort Worth company, starting with 
capital of $120,000 and surplus of $53,- 
000. J. E. Terry is president and Lowell 
Hudson, secretary. 





Wilson Gets Higher Status 


General American Life has appoint- 
ed Virgil Wilson district manager at 
San Antonio. He has been with the 
company’s agency there nearly 20 
years. 





N. W. National Issues New 


“Home Protector Policy” 


Northwestern National Life has in- 
troduced a participating “home pro- 
tector” policy. It is a decreasing term 
plan with a level premium spread over 
the entire protection period. 

The policy may be issued for any 
period from 10 to 50 years, but the pro- 
tection may not continue beyond the 
insured’s age 70. It serves the purpose 
of either a family income or mortgage 
redemption plan. 

The policy will be issued from ages 


amount is five units totaling $50 per 
month or the commuted value there- 
of, and the premium must be at least 
the equivalent of a $50 annual premi- 
um. The maximum is $100,000 initial 
amount. 





K. C. Lite Agents in Fla. Have Rally 

Kansas City Life agents in central 
Florida gathered at Ormond Beach for 
the annual sales conference of the 
Hoche agency at Orlando. On hand 
from the home office were Verne N. 
Barnes, director of field training, and 
E. E. Chappell, assistant superintend- 





20 to 60 inclusive. The minimum ent of agencies. 
life insurance in force exceeds 
Life 
aen| $966,000,000.00 
Group 
Franchise 
Hospitalization 
Brokerage PLUS: One of the most advanced agents 
Reinsurance training programs in the nation . 
Supervised offices . . . Trained Group 





REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


Theo. P. Beasley, President 


men to assist agents ... An alert 
Underwriting and home office staff... 


Top commissions. 


Home Office, Dallas 











No. 4 in a series of 
father-son combinations 
in the 


Modern Woodmen 


Agency Force. 











JACK D. BROOKS 


Jack Brooks, Coldwater, Michigan, who has 

been with the Agency force for just a little over 

a year, is now among the Society's 50 leading 
District Managers both in volume and Premium 
Income. Jack began his Modern Woodmen career 
as a District Agent in 1952, and was promoted 

to a District Managership in charge of the 
Coldwater area the following year. Gaining a 
thorough knowledge of the work under the 
capable tutelage of his State Manager father, 
Jack is maintaining membership in the App-A-Week 
club, and produces a good class of business. 














HENRY A. BROOKS 


Henry Brooks, Lansing, Michigan, has kept 
Michigan in the 1-2-3 production bracket since 
becoming State Manager late in 1947, finishing 
first in volume and second in Premium Income 

in 1953. Joining the Agency Force as a District 
Manager in 1934—four years in Minnesota 

and eight years in lowa—Henry consistently 
placed among the Society's top 20 producers each 
year until accepting the State Managership of 
Colorado and Southeastern Wyoming in 1946. 
His success in the latter post gained him the 
Michigan appointment. 


Increased earnings and the opportunity to 

“get ahead” are built into the future of the 
Modern Woodmen agent. If you want a career 
with a future—one that will give you an opportunity 
to use your talents to the fullest— there's a 
place for you at Modern Woodmen. 


Ptigl MODERN 
PROTECTiy) © WOODMEN 
> OF AMERICA 


ROCK ISLAND, ILLINOIS 
Assets exceed $182,000,000 
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Tenn. Disallows Recovery 
of Forced Payment Though 
Assured Turns Up Alive 


Once an insurer has been forced 
without fraud to pay a claim on the 
life of a man missing seven years, the 
decision is final in Tennessee even if 
the man turns up alive, according to a 
ruling by State Chancellor Wade at 
Nashville, Tenn. 

The ruling was made in the case of 
Thomas C. Buntin who disappeared in 
1931 and was declared dead by order 
of the Tennessee Supreme Court in 
1942. He was found to be alive and 
living in Orange, Tex., in 1953. 

Under the 1942 court ruling New 
York Life paid some $50,000 under 
policies on Buntin’s life. The company 
attempted to recover about $31,000 left 
in a trust fund though did not make 
charges of fraud against the benefi- 
ciaries. 

In the ruling Chancellor Wade said 
insurance companies are in a position 
to guard against such disappearances 
by stipulations in policies, and “surely 
such contingencies are considered by 
insurance companies prior to the fixing 
of their premium rates.” 





M. W. Levering Retires 


Miles W. Levering is retiring as 
Equitable Society manager at Akron, 








Schwemm Rolls Along 





New business placed in June of $1,- 
978,816 marked the 120th consecutive 
month in which Earl M. Schwemm’s 
Chicago agency of Great-West Life has 
exceeded $1 million. Average monthly 
production during the 10-year period 
was more than $1,800,000, while the 
yearly average topped $22 million. 

Since Mr. Schwemm took over at 
Chicago in 1936 the agency’s business 





Earl M. Schwemm (left) looks over 
a placed business report for June 23, 
his birthday, which shows that his Chi- 
cago agency of Great-West Life passed 
the million dollar mark for the 120th 
consecutive month. With him are Sol 
Sackheim (right) and R. C. Frasier, 
agency supervisors. 


in force has grown from $9 million to 
more than $170 million. The latter fig- 
ure does not include a large volume of 
group nor does it take into account 
transfers of business to company 
branches now established in the terri- 
tory formerly served by the agency. 

During the past 10 years the agency 
has established a 97% first year per- 
sistency record and more than 75% 
of placed business has been on an an- 
nual premium basis. 


O. He will continue in personal pro- 
duction. 

Mr. Levering has been an Equitable 
manager for 19 years, the last 13 at 
Akron. His agency always has been a 
leading producer for Equitable and it 
led the entire company in May and also 
leads the company for the first five 
months on combined commissions. 





Mutual Service Makes 
Sweeping Policy Changes 


Mutual Service Life has made 
sweeping changes in its policies and 
underwriting practices. Some of them 
are: 

To answer more competitive under- 
writing, all policies rated table A and 
flat extra premiums up to and inclusive 
of $2.50 per thousand will be issued 
standard regardless of whether such 
ratings are due to physical or medical 
impairments or occupational hazards. 

Lower substandard extra premiums, 
particularly on term policies and 
riders. 

Automatic waiver of premium dis- 
ability on all policies issued upon 
standard rates. 

No specific charge for waiver of 
premium for both male and female. 

Broadened waiver of premium cov- 
erage with only three risks not as- 
sumed. 

All children’s policies issued with 
automatic waiver becoming effective 
when child reaches age 15. 

Substantially reduced net cost on 
all plans at most ages. 

Age range extended to 65. 

New series of preferred risk plans 
with particularly competitive net cost- 
endowment at 85 and 20 pay endow- 
ment at 85. 

New preferred risk juvenile policy 
with increasing amount of insurance 
to five times original coverage at age 
zi, 

New female retirement income pol- 
icy providing for $10 of income with 


$1,000 of insurance at substantially 
reduced cost. 
New plans: 10 pay life and life 


paid-up at 65. 

Substantially reduced premiums on 
mortgage redemption riders and term 
policies. 

Special educational income endorse- 
ment now available on all juvenile pol- 
cies. 

Larger portfolio of juvenile insur- 
ance. 

Improved 
lower cost. 

Integrated rate and dividend section 
in one rather than two manuals. 

Rate manual modernized, with ex- 
changeable pages, with all information 
arranged by subject matter. 

Introduction of premium conversion 
table to determine fractional premiums 
without multiplication. 

New simplified and modernized 
policy forms, reflecting all current pro- 
cedures and practices. 

Six installment settlement options. 


at 


retirement annuity 





Tipping to Manage New 


Prov. Mutual L. A. Agency 


Ralph W. Tipping, formerly man- 
ager of the western supervisory unit 
at Los Angeles, 
has been named 
by Provident Mu- 
tual as manager 
of a second agency 
at Los Angeles. 
He joined the 
company in 1931 
and had served as 
general agent at 
Harrisburg and as- 
sistant manager of 
agencies before 
taking his most re- 
cent position in 
1952. He is a past 
president of Har- 
Life Underwriters. 





Ralph W. Tipping 


risburg Assn. of 








Late News Bulletins... 








(CONTINUED FROM PAGE 1) 
inate the seven-day waiting period. However, it is widely believed that the 
waiting period will be put back when the measure is revised by the conference 


committee of the Senate and House. 


Great-West Has Best Six-Month Sales 


With placed business for June amounting to $29,012,000, Great-West Life 
completed its most successful six-month period. June also was the largest 


individual A&H sales month. 


Ohio National Campaign Makes June Best Month 


Setting a record for new business written in one month, Ohio National Life 
agents wrote more than $17,500,000 during the company’s June for John con- 
test. Each year this contest is held in honor of President John H. Evans who 
celebrated his 32nd anniversary with the company last month. 

Agencies were each assigned a goal and divided into two teams, Red and 
Blue. The winner was the Blue team, headed by M. R. Dodson, executive vice- 
president, and F. A. Johnson, superintendent of agencies. 

As a special feature, Mr. Evans personally placed a phone call to 49 agents 
who wrote more than $100,000 of business during June. They also received a 


special gift. 


McGill Succeeds McCahan as Foundation Head 


Dr. Dan M. G. McGill, associate professor of insurance at University of 
Pennsylvania since 1952 and research director of the pension research council 
of the Wharton School, has been named executive director for the administra- 
tive board of the S. S. Huebner Foundation for Insurance Education at the 
university, succeeding the late Dr. David McCahan. Mr. McGill, one of the first 
to receive a foundation fellowship, was assistant professor at University of 
Tennessee 1947-48 and held the Julian Price chair of insurance at University 
of North Carolina 1948-51. He is author of “An Analysis of Government Life 
Insurance” and has contributed several articles to life insurance journals. 


Insured Mutual Fund Plan Okd in 20 States 


KANSAS CITY—The group-insured mutual fund installment purchase plan 
of United Accumulative Fund Shares has been approved in 20 states and the 
parent organization, United Funds, Inc., of Kansas City, is proceeding to get 
authorizations in the rest of the 45 states in which United Funds operates, 
according to Cameron K. Reed, president. Group creditor life insurance, up to 
$20,000, is provided by John Hancock to guarantee completion of the purchase 
program should the investor die. The plan contemplates completion of programs 
in eight years but the installment period and the insurance protection can be 
extended, though coverage ceases at age 65. The insurance feature is optional 
with both investor and insurer. The plan has been in operation since about the 


first of the year. 








Continental American Cuts 
Benefit Waiver Rate 35% 


Continental American has reduced 
the schedule of premium rates for 
waiver of premium benefit. The re- 
duction averages 35% and there is no 
change in the provision of the rider 
covering the waiver. The rate will be 
the same for women as for men, re- 
placing the former practice of charg- 
ing women double the male rate. The 
benefit, however, will still be issued 
only to single women outside their 
homes. 


Rickenbaker to Life of Ga. 


Hugh K. Rick- 
enbaker, Jr., has 
been named public 
relations assist- 
ant of Life of 
Georgia. He has 
been in public re- 
lations work in At- 
lanta, has assisted 
in publicity activ- 
ities there for 
many civic and 
charity campaigns, 
and has_ written 
several articles on 








‘ advertising and 
H. K. Rickenbaker selling. He is a 
veteran. 





e College Life of Indianapolis, which 
started operations in 1946 and con- 
centrates on selling college students, is 
planning a new office headquarters at 
3445 Central street. 


GEORGE P. PORTER, 86, Montana 
insurance commissioner from 1919 to 
1932, died at Helena. He was elected 
on the Republican tickt in 1918 and 
was relected three times. 


HENRY H. HAYNES, 52, editor of 
the DePuy Publications of Des Moines, 
died unexpectedly of a heart attack 
while vacationing at Denver with his 
wife. 

Mr. Haynes had been with the DePuy 
publications, publishers of Underwrit- 
ers Review and Northwestern Banker, 
since 1925. He was advanced from as- 
sociate editor to editor of both publica- 
tions in 1932. 

Mr. Haynes had a wide acquaintance 
of friends in midwest insurance circles. 
He was a member of the Iowa Blue 
Goose and had served as secretary to 
a number of insurance organizations. 


JOHN E. WATSON, 81, who for some 
years prior to his retirement in 1945 
was head of the New York department 
mutual and fraternal rating bureau, 
died at his home in East Orange, N. J. 
At the time of his death he was the 
manager of the Statutory Automobile 
Rating Bureau of New York. He joined 
the New York department in 1909. 





Shift Cornelius to Des Moines _ 

John M. Cornelius, formerly field 
supervisor in Great Falls, Mont., for 
the Preston agency of Northwestern 
National Life, has been named a super- 
visor in the midwest divisional service 
office in Des Moines. 
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more advanced ages after they retire. This situation pre- 
sents a serious problem to our economy. What should 
red employers do with these older persons within the 


that the working population? 
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First of all, you must have a strong contact with the man who will make 

the decision to buy. New York Life normally requires a minimum of 25 

included employees and a minimum premium of $10,000 a year. Under 

—_ | ; plans where employees contribute to the cost, a minimum of 75% 
< Senne participation is required. 
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“Of course I’m pleased—and proud, too—but if 
it hadn't been for something George Duncan 
did years ago, I might be out of a job—and 
everyone else who works for Apex. But George 
knew how important the company was to this 
town, and to all of us who worked for it. He 
talked J. T. into taking out business life insur- 
ance to make sure the company would continue, 
and that it would be run by those of us who 
helped build it up. That's the sort of thing that 
doesn’t get printed in newspapers—but it ought 
to be.” 


Unsung publicly, perhaps, but highly 
raised privately—that’s the great good 
ortune of the life insurance salesman 
who, by selling business life insurance, 
protects people in their jobs and com- 
munities in their economic welfare. 


FETNA LIFE INSURANCE COMPANY 


HARTFORD 15 py CONNECTICUT 





